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ADVERTISEMENTS THAT STICK! 


Eveready advertisements help dealers because 


they make the name “Eveready” stick in the read- 
er’s mind! They are poster-like in appeal. Strik- 
ingly interesting. The above illustration is one 
example of their remarkable dramatic quality. 
The Eveready Packaged Electricity 
sents familiar products in a new way. Many deal- 
ers have profited by displaying these batteries and 
outstanding advertisements. Most of your dealers’ 
customers could use flashlight batteries, dry cells 


or radio batteries right now. Tell them that the 


‘ampaign pre- 


effort is small... and that profits on Eveready 
sales have a habit of piling up! 

* * * 
The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at nine 
(New York time) from WEAF over a nation-wide 
V. B.C. network of 27 stations. 
NATIONAL CARBON COMPANY, INC. 

General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide and Carbon Corporation 
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Carlson Joins Staff 


W. CARLSON joined 
e the staff of THE JOBBER’S 
SALESMAN on October 1, in the 
capacity of western manager. 
Mr. Carlson studied electrical 
engineering at the University 
of Illinois. On leaving school 
he was employed by the Ben- 
jamin Electrical & Manufac- 
turing Co., Chicago, covering 
the Rocky Mountain territory 
from 1923 to 1925 with head- 
quarters in Denver. 

In 1925, he was transferred 
to Seattle where he travelled 
the Pacific Coast territory. He 
remained there until 1927, 
when he returned to Chicago, 
and since that time has been 
affliated with several trade 
papers in the capacity of ad- 
vertising salesman. 

* *k Ok 

THE DECEMBER issue will be 
our annual sales conference 
number. Jobbers are urged to 
set aside a time on their pro- 
grams for the consideration of 
the advertising pages in this 
issue which will contain state- 
ments from their suppliers on 
products, policies and adver- 
tising plans for 1931, 

A “Sales Manual” will be 
furnished all sales managers 
for their meetings. It will in 
effect represent by proxy those 
manufacturers not scheduled to 
appear personally on your pro- 
gram. 
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A good Story for 
Salesmen to tell 


Type “NTT” 
No-Thread Unilet 


Type “NTE” 
No-Thread Unilet 


Tybe “NTLL” 
No-Thread Unilet 


No-Thread Coupling 


APPLETON 


No-Thread Malleable 


UNILETS 


|= eer is another example of the ease 

and speed with which Appleton No- 
Thread Unilets were installed in connec- 
tion with ‘“‘American’’ adjustable light 
fixtures for full-fashioned hosiery ma- 
chines. On a twenty-four section full- 
fashioned machine, requiring thirteen 
lights, only fourteen pieces of conduit 
had to be cut to proper lengths to com- 
plete the installation. 


Appleton No-Thread Unilets are made of 
malleable iron—giving greater strength, 


yet light in weight and withstanding 
hammering and twisting. The contracting 
sleeve grips the conduit firmly; there is 
maximum wiring space inside; and a cad- 
mium-coated rust-resistance surface—all 
these features insuring permanence with 
lower installation costs. 


Our new general catalog has complete in- 
formation on Appleton No-Thread Uni- 
lets, as well as on the entire Appleton 
line. Write for it today. It is yours for 
the asking—without obligation. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in \5-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 


New York—150 Varick St. 
San Francisco—655 Minna St. 


Gentlemen: 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


I 
! 
J 


t AppLeTON Evectric CoMPANY 
€ 1734 Wellington Avenue, Chicago 


Please send us a copy of New Revised Catalog on Unilets and 
Conduit Fittings, together with prices. 
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The Original Threadless Conduit Fittings 
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SPEAKER at a recent meeting of the Missouri 
River Club at Excelsior Springs, Missouri, empha- this concern’s sales are on a level practically equal to 
sized the fact not much progress can be made in 1929, and they are getting their price without any effort 

reducing the cost of distribution until manufacturers to meet general competition. 
and wholesalers, the latter particularly, adopt methods Here is a case where the application of real selling 
of determining actual sales costs. Vast progress has been methods, replacing order taking, mixed with a known 
made in determining to the penny the cost of production sales cost would net the electrical wholesaler an actual 
with consequent reductions in the price of fabrication, profit on a line of electrical equipment which all too 
but slight progress has been made in reducing the cost many have long since relegated to the class of accommo- 
of distribution. dation service. 

Much will probably be learned of distribution costs Departmentalization, specialization and concentration 
through the government’s Census of Distribution, but of effort has of late in an increasingly competitive market 
to bring the subject closer to home it is time that the proved the savior of many an industry and corporation, 
wholesaler installed a simple cost accounting system that but little headway can be made without first knowing 
will automatically point out to him which part of his sales costs. A small investment in a simple cost account 
business is dragging down the whole. If sales costs by ing system might produce a handsome return to the 
key lines of products are known, remedies can be devised wholesaler if it only served to separate the wheat from 
through different methods of selling to turn non-pro-_ the chaff. 
ductive lines into productive quantities. 

On the other hand, there are lines of electrical devices T is scarcely conceivable that there is no longer money 
today which are apparently small producers of profit. I in the electrical wholesaler’s “old reliable” lines of 
More and more of late, for example, wiring device manu- wiring materials and devices merely because of a buyer's 
facturers are advancing the suggestion that if electrical market. Some manufacturers have already admitted 
wholesalers segregated their lines from the whole and __ that they started the vicious circle; so if these commodi- 
made a systematic study of the cost of sales on this ties are worthy of their hire, manufacturer and whole- 
commodity it would be found that the old bread and saler alike should see to it that each gets a fair return 
butter schedule material would be a greater producer of on his investment. If the manufacturer, then, will 
profit than generally imagined. At least, if the cost of develop the courage of his conviction and adopt selling 
selling wiring devices were actually known, even though rather than order-taking methods ; and, if the wholesaler 
they might be found wanting in profit, a revision of will cost his sales and proceed in accordance with his 
sales methods might well return them to the favor of findings there is little doubt but that “much gold will 
several years ago. be found in them thar hills of staple wiring devices 

From another viewpoint, a case worth considering is and materials.” 
that of a well-known manufacturer of fittings who, 
though making a line supposedly sold on price alone, 
has through improved merchandising methods lifted his 
line from the competitive class and placed it among the 
select few of known profit producers. In a year of 


narrower profit margins and lowered commodity prices 
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In our New Mill at Marion, Indiana 


IMPROVED MACHINERY 
helps safeguard 


NACONDA QUALITY 


|| ae of new and improved design help 
make our Marion mill as fine as any in the country. 
They contribute to efficient manufacture. They safe- 
guard quality! 





Now ...in our Marion mill as well 
as in our PAWTUCKET, RHODE ANACONDA 
ISLAND mill, we manufacture WIRING 
rubber-covered wire and portable 

cords of the same dependable qual- PRODUCTS 
ity. From either of these strategi- 
cally located plants you can secure 
wiring products that bear the 


Rubber-covered Wire 
Flexible Cords 


Anaconda name and trade mark, ABC Armored Cable 

that speed up wiring jobs! Durax Sheathed Cable 
; ; Duraduct Loom 

(Our Marion mill also makes a Flexible Steel Conduit 


complete line of Parkway and 
Varnished Cambric Cable.) 














ANACONDA WIRE & CABLE COMPANY 


GENERAL OFFICES: 25 BROADWAY, NEW YORK CITY 
CHICAGO OFFICE: 20 NORTH WACKER DRIVE 
Sales Offices in Principal Cities 
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Wholesalers Study 
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BUSINESS 
CONDITIONS 


HE meeting of the National Electrical Whole- 
salers Association offers this organization a splen- 
did opportunity to study the acute problems 


confronting the entire electrical wholesaling industry. 
General business conditions, combined with chain growth 


and the present attitude of most 


chandising has left the jobber, 


pendent, in a position where 
methods, sound accounting sys- 
tems, and the theory of special- 
ization will have to be adopted 
in order to continue on a profit- 
able basis. 

The program, as arranged, 
provides for such discussions. 
The first day, will of course be 
given over, as is usual and 
necessary, to a meeting of the 
executive committee, and also 





NOVEMBER, 1930 


public utilities on mer- 
particularly the inde- 
better merchandising 


National Electrical Whole- 

salers meet in Pittsburgh to 

discuss present industry prob- 
lems and plans for 1931 





William Penn Hotel 
Where Wholesalers Will Meet. 


B. W. Clark, General 
Manager, Westing- 
house Supply, Chair- 
man, N.E.W.A., Who 
Will Preside at 
Meeting. 


J.C. McQuiston, Gen- 
eral Advertising Man- 
ager, Westinghouse, 
Chairman, Manufac- 
turers’ Entertainment 
Committee. 


meetings of the chairmen and 
vice-chairmen of the commod- 
ity divisions. 

On Tuesday the seven divi- 
sions will meet. In the morning, 
the lamp, merchandising, out- 
side construction materials, 
power apparatus and associated 
lines will have their inning, 
while the lighting fixtures, radio 














E. Donald Tolles 
Managing Director 
N. E. W.A. 


and wiring supplies 
groups will gather in the 
afternoon. In the eve- 
ning, the executive com- 
mittee will again meet. 

Wednesday morning 
will not only introduce 
the first open session for 
members but also will 
find the new manufac- 
turer-jobber conference 
going into effect. From 
11 A.M. until four P.M., 
the manufacturers will 
hold meetings with their 
own distributors to dis- 
cuss mutual problems. 

The executive committee 

has very generously permitted the 
suppliers to include in these meet- 
ings all their wholesalers regard- 
less of whether or not they belong 
to the association. 

Closer cooperation between in- 
dependent manufacturers and 
wholesalers must come. A manu- 
facturer recently expressed the 
thought that “With their own an- 
tagonisms and differences ad- 
justed, they must join forces ag- 
gressively in the only activity 
which can result in profit to either, 
and that is the development of 
more resultful and efficient mer- 
chandising methods. It is hoped 
that out of the manufacturer- 
wholesaler conferences will come 


F. M. Bernardin 
G. E. Supply Corp. 
Kansas City 
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a better understanding of mutual problems and a logical 
solution to them. Interviews with prominent independent 
manufacturers reveal a general dissatisfaction with pres- 
ent conditions, but fail, in most instances to offer a solu- 
tion to them. While the wholesaler is at fault in many 
respects, the blame cannot be entirely placed at his door 
for competition in many cases is of a type entirely out 
of his control and therefore impossible to meet. Some 
of this competition could be eliminated by a complete 
jobber policy. On the other hand, manufacturers find 
their production showing them into outlets other than 
electrical wholesalers simply because they must find a 
market for their output. Such manufacturers maintain 














MANUFACTURERS—DISTRIBUTORS 
CONFERENCES 


These manufacturers have arranged to hold Conferences 
with their distributors on the 17th Floor of the William Penn 
Hotel, Pittsburgh. 

WEDNESDAY—NOVEMBER 12th, 1930 
11 - 11:45 


Curtis Lighting, Inc 
Wheeler Reflector Co Parlor G 


11:45 - 12:30 


Square D Company Parlor B 
Trumbull Electric & Mfg. Co Parlor F 


Lionel Corporation Parlor G 
S. Robert Schwartz & Bro Parlor F 


2:45 - 3:30 


Ilg Electric Ventilating Co 
Youngstown Sheet & Tube Co Parlor D 


3:30 - 4:15 
Cutler-Hammer, Inc. Parlor G 


Appleton Electric Co Parlor D 


. 


General Electric Co Parlor C 
Westinghouse Electric & Mfg. Co Parlor E 


2-5 P.M. 

In order to provide an opportunity for their distributors 
to meet them when not engaged at other scheduled confer- 
ences, representatives of the following will be in attendance 
for the three hours from 2 to 5 P.M. 


Crouse-Hinds Company Parlor B 
Wiremold Company Parlor C 

This schedule has been arranged to provide an opportunity 
for the greatest number of distributors to meet their suppliers 
in the limited time available. 

Of necessity some distributors will find a few conflicts in 
their engagements. 

In order that no injustice will be done, it ts important that 
distributors attend conferences promptly at the hours desig- 
nated, and that meetings likewise adjourn at the end of the 
allotted periods. 
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L. T. Milnor 
Milnor Electric Co. 
Cincinnati 


that if the wholesaler 
would do his part in the 
movement of stock, it 
would be unnecessary to 
seek other outlets. In any 
event, the conferences 
leave the door wide open 
for a healthy discussion 
of such problems and 
should lead to the closer 
cooperation being sought 
by all branches of the in- 
dustry. 

On Wednesday eve- 
ning there will be held 
the joint dinner and en- 
tertainment for manufac- 
turers and jobbers. The manufacturers are fortunate 
in having selected J. C. McQuiston as chairman of the 
entertainment committee. Mr. McQuiston is general 
advertising manager of the Westinghouse Electric & 
Manufacturing Co., and is also director of Westinghouse 
radio stations. He will be assisted by F. G. 

Rogers, director of programs for Westing- 
house stations. “Mac” has promised a pro- 
gram of entertainment of high calibre and 
all those present at the convention are urged 
to attend. 

Thursday will be given over to executive 
sessions for members. At these meetings 
the various divisions will make their reports. 
It is the opinion of the chairman that these 
division reports should bring out more dis- 
cussion. Certainly each one of them repre- 
sent subjects which lend themselves to meaty 
comments, and undoubtedly the chairman 
will see to it that they are forthcoming. 
Thursday evening has been left open. 

Friday morning will be given over to an 
executive session for members with final 
adjournment at noon. 

H. J. Baitinger, president of the Baitinger 
Electric Co., New York, and chairman of the 
“Free Lance” group, is arranging an inter- 
esting program for the independent whole- 
salers. There is a tremendous field of subjects 
from which to pluck those of most immediate 
concern to the independents and undoubtedly 
Mr. Baintinger will have the stage set for a most worth- 
while meeting. Unfortunately, the date has not been 
announced as this issue goes to press. 

B. W. Clark, chairman of the association, expressed 
the opinion at the meeting of the executive committee 
September 11 and 12 at Niagara Falls, Ont., that the 
depression had hit bottom and a moderate recovery should 
get under way this fall. It is his opinion that there never 
was a time when a national organization of electrical 
wholesalers was more valuable. The high costs of dis- 
tribution due partly to the demands of manufacturers for 
greater volume of sales has placed the wholesalers on the 
defensive. As pointed out, in the first paragraph of this 
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Leo L. Hirsch 
Electrical Supply Co. 
New Orleans 





Harry Byrne 


North Coast Electric Co. LE 
Seattle / q 
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article, the problems be- 
fore the industry are deep 
and confusing and the as- 
sociation must lend a 
guiding hand to the solu- 
tions. At the present time 
we find, however, that 
58% of the electrical 
wholesalers on record are 
not members of the asso- 
ciation so it seems quite 
necessary to find some 
way of increasing mem- 
bership and one sugges- 
tion of this problem may 
be found on page 26 of 
this issue. There is no 
doubt but that the association will take some action 
along these lines as the chairman has appointed a com- 
mittee for association betterment which will make a 
report at the meeting. 

The recognition of “specialization” as an important 
factor in a wholesaler’s success is a 
subject which could well be brought up 
for discussion. Wroe Alderson, busi- 
ness specialist, Department of Com- 
merce, in his report of the “Distribu- 
tion Survey for a Wholesale Electrical 
Establishment,” clearly proved that 
wholesalers are selling lines at a loss. 
As a matter of fact the jobber studied 
was showing a net loss of —.2% for 
his entire business. This kind of loss 
can be eliminated by specialization. 

Another subject of concern to job- 
bers is that of servicing unprofitable 
accounts. As has been frequently 
pointed out in this magazine, most job- 
bers could remove from their books 
25% to 50% of their accounts and by 
doing so find that their profit was in- 
creased. The introduction of a simpli- 
fied cost accounting system would soon 
bring to light the losses sustained by 
servicing such accounts and one of the 
troubles of the industry is that there 
are not enough wholesalers using such 
systems. 

From all the above, it may be seen that there will be 
plenty of work for all at the convention. Such a meeting, 
coming as it does, during a time of business depression, 
plays the spotlight on problems and topics which are 
overlooked during “good business” but which, neverthe- 
less, continue to eat into the core of an industry. Now 
the jobbers stand confronted with them; they can neither 
be ignored or by-passed. 

Wholesalers, whether they attend the meeting or not, 
should listen in on station KDKA on Tuesday evening, 
November 11, at five o’clock, eastern standard time 
when B. W. Clark, chairman of N.E.W.A., will broad- 
cast a five-minute talk. 














Sales ‘1,000.000 
GrossProfitRate 15% 16% 
GrossProfits 150,000 160000 
Expense 112500 : 112,500 
Operating Ratio 75%: 10% 
Net Profits 37500 47500 


Net Return 
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Investment 167,000 167,000 
Turnovers Oe: on. 
225% 2844 




















HERE is not a 
wholesaler in the 
country who can 


afford to overlook the 

significance of the chart 

illustrated on this page, 

for it contains the final 

argument in favor of 

proper price maintenance. And, every 
jobber is urged not only to study it, but 
also to put into practice the point which 
it brings out. 

In the first column, it may be seen that 
a jobber doing a business of $1,000,000 
annually at a gross profit rate of 15%, has a net return 
of 22.5% on his investment with a six time turnover. 
Passing to the second column note what occurs when this 
jobber adds one point to his gross profit rate increasing it 
to 16%. With exactly the same amount of business, and 
the same turnover his net profit is increased by $10,000 
and his net return leaps from 22.5% to 28.4%, an 
advance of 5.9% on his investment. 

In order to bring home clearly the value of the step 
suggested in the second column, the balance of the chart 
shows the other methods open to the wholesaler to arrive 
at the same increase in net return. 

To secure such an increase by means of additional 
sales, volume would have to be stepped up 624% which 
is in itself quite a task. Another alternative is to decrease 
expenses 9% and any jobber knows the difficulty which 
would be experienced in accomplishing that reduction. 
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A Simple Method if 
| NCREASING 










169000 150000 150,000 
112,500 102,500 1/2500 
70% 6k 75% 
47500 47500 37500 
167,000 167,000 132,000 

GG ae 
28.4% 284% 

















Your 


NET RETURN 


The jobber who believes in 
volume with “‘shaved’’ profit 
should study this chart, 
especially the second column 


The third method open is to decrease investment 21% 
which would increase turnover to 7.6% thereby main- 
taining the net return at the desirable figure of 28.4%. 
The final column shows how the net return can be held 
at 22.5% by decreasing the sales 64% with a gross 
profit rate of 16%. 

It seems, therefore, hardly necessary to emphasize 
further, the necessity for jobbers adopting the suggestion 
indicated in the second column. 
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The Value of 
SPECIALIZATION 


The independent wholesaler must give 
study to specialization and selectivity 
It 1s one certain method of 
keeping his business on a profitable basis 


of accounts. 


the present time over the growth of wholesale 

and retail chains, and fears, as a consequence, the 
future and what it has to offer, should give deep con- 
sideration to the idea of both specialization and selectivity 
of accounts. And, incidentally, he should not confuse the 
two points. 

Specialization, in the electrical wholesaling industry 
means that a jobber should determine upon one of three 
major outlets as a field of concentration. These outlets 
are: electrical contractors; industrial plants; retailers. 
Over a period of the past several years it has become 
apparent that no wholesaler can do an efficient job on all 
three classes, apparent, because those who are trying to 
do so are not succeeding, and apparent, also, because 
those who are specializing are succeeding. Case studies 
made of both types of wholesalers instantly prove these 
points. It may be said, it 
makes no material difference 
which outlet the jobber de- 
cides to serve, on the other 


| “HE independent wholesaler who is concerned at 


The chart shown on this page 
represents a case study made of 
an eastern jobber who has set up 
his sales department to do a spe- 
cialization job on merchandise, 
but who is making the mistake of 
clinging to unprofitable accounts. 
This jobber has a total of 1,000 
accounts in his books. In the 
area of maximum return, he has. 
one specialist contacting 50 accounts, and here with the 
smallest sales expenses he secures his largest net profit. 
In the area of moderate return, he still functions as a 
specialist serving 250 customers at low expense and high 
profit. From that point on however, he becomes a 
general jobber selling 350 customers at a profit which 
dangerously approaches his selling cost.. Finally, he 
makes the mistake of trying to serve an additional 350 
customers, who, because of small unit orders, bad credit 
or distance can only be served at a loss. It is perfectly 
obvious that this particular jobber could wipe out the 
350 accounts in his area of loss with a distinct advantage 
to himself, and certainly he could cut by 50% the number 
of accounts in his area of minimum return. 

If this were an isolated case, there would be nothing 
gained by its publication, but unfortunately, it is a situa- 
tion existing in a majority of the electrical wholesaling 
houses. And, with competi- 
tion as it is, from chain 
houses, public utilities and 
so forth, the independent 








hand, a familiarity with lo- 


jobber can lose no time in 





; AREA AREA AREA oo. 
cal markets and local buying MAXIMUM MODERATE = MINIMUM applying the principles of 
RETURN RETURN RETURN specialization to his own 





habits will sway a jobber’s 








opinion as to which one of 
the three classifications fits 
in best with his personnel 
and his opportunities. 
Selectivity of accounts 
means the weeding out of 
those accounts on the books 
which, because of their small 
unit orders, high credit risk 
or distance from logical 
trading territory, are un- 
profitable. Here again, case 






































house. 

In order to do its part, 
the staff of THE JoBBER’s 
SALESMAN has arranged for 
a consistent study of this 
situation through a field 
man who will study the 
methods of individual whole- 
salers, both those who are 
specialization and those who 
are not. These case studies 
will be presented to our read- 
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studies have shown that as 
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ers in a series of articles, 





high as 50% of the accounts 
can be dropped from the 
books with no decrease in 
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1000 CUSTOMERS 


and it is hoped that electrical 
wholesalers in general will 











seriously consider adopting 





net return, and at times, 
even an increase. 
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The value of specialization and the loss in un- 
profitable accounts is shown in this case study. 


the suggestions which they 
will bring forth. 





Vf ERCHANDISE 


W. C. Bohling 


concentrate on exclusive lines,” is an attitude which 

many jobbers hold. We have carried that idea a 
step farther by avoiding conflicting products in the same 
price level. We have followed this plan carefully and 
find it effective in securing volume sales on all lines 
and most satisfactory profits. 

In carrying out this policy we sell only one make of 
high priced toaster. We also have one medium grade 
and one low price toaster. We can offer dealers a selec- 
tion between three price levels which comprise the com- 
plete market, but do not carry products which duplicate 
the quality in the same price level. If we carried more 
than one make of high priced toasters, buyers would 
be confused in making their choice and our salesmen 
would not be able to present forceful sales arguments. 
They would hesitate to recommend one toaster, fearing 
they would hinder sales of the other. The jobber’s sales 
would reflect this uncertainty on the part of his sales- 
man and the buyer, and he would suffer from unsatis- 
factory sales. 

As a result, both manufacturers who were selling the 
jobber would be dissatisfied with their small sales. and 
ultimately the jobber would either lose the accounts or 
have difficulty keeping them. By concentrating on one 
good line in each price class, the jobber can offer his 
trade a complete selection of merchandise, can concen- 
trate the efforts of his salesmen with enthusiasm, and 
the buyer will be much more thoroughly convinced of 
the merit of the product than otherwise. Continuation 


"|: SELLING appliances push all lines steadily, but 
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By W. C. BoHLING 


Vice-President and Sales Manager, 
Tidewater Electric Co., New York 


of this policy is merely carrying out one of the main 
economic functions of the wholesaler, which may be 
described as that of being a purchasing agent for his 
customers. 

There is another advantage to concentrating sales 
effort. This becomes evident when a jobber concen- 
trates his sales effort on the high priced merchandise 
rather than the cheap lines. When we push a high 
priced appliance, we know that we will automatically 
get a certain proportion of business on the medium and 
cheap grades of products as a normal reflection of dealer 
demand for products ranging through all price levels. 
lf we were to concentrate on low priced appliances in- 
stead, we would only get the low profit orders, and there 
would not be the same influx of orders for medium and 
high priced merchandise which requires more of a sales 
presentation from the salesman than the cheap lines. 

Jobbers who specialize in selling quality lines also 
have an advantage arising from the leadership they have 
shown. A good jobber who can get recognition from 
dealers for selling quality lines, holds a much more sub- 
stantial confidence with the trade, than the jobber who 
sells only low quality appliances that have merely a 
price appeal. The worst result of selling cheap appli- 
ances, is that by indulging in the practice, jobbers lose 
the opportunity of selling the complete requirements of 
dealers on the entire price range of merchandise. Deal- 
ers do not expect to buy their higher priced lines from 
jobbers who have been pushing only cheap lines. 

There is a definite trend in the sale of appliances by 
jobbers, toward recognition of a larger group of dealers 
than those formerly sold. Department stores, hardware 
stores, and central stations now comprise a large market 
for the appliances we sell. We solicit these dealers 
aggressively. In 1928, we first began to secure orders 
from these accounts, and we now feel that this is a large 
field which can be still further developed. We have to 
recognize these outlets for appliances because they have 
taken a leading part in merchandising electric appliances. 
Their purchases can offer a substantial addition to the 
volume of sales which jobbers receive from electrical 
dealers. 
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GC) While the Tidewater Electric Co., carries and sells 
a general line, they have done an outstanding job on 


appliances 


GPECIALISTS” 


Department store buyers 
of electrical appliances ac- 
knowledge many factors 
which are favorable to the 
practice of purchasing 
from electrical jobbers 
rather than from manufac- 
turers. Department stores 
do not want to carry enor- 
mous stocks such as those 
which they have to carry 
when they buy direct from 
the manufacturer. They 
need the warehousing and 
delivery services of appli- 
ance jobbers: They appre- 
ciate the fact that many of 
their customers resent the 
high pressure sales tactics 
of manufacturers’ salesmen 
who often come into the 
department store to put on 
campaigns to sell appli- 
ances purchased direct 
from the factory. Depart- 
ment stores do not want to 
lose the good will of cus- 
tomers who have reported 
complaints on appliances 
which were purchased for 
low priced leaders, and on 
which it is impossible to 
secure either repair parts or 
service after a short period 
of time. 

Consumers demand _na- 
tionally advertised lines, 
which are sold by many 
electrical appliance jobbers. 


The retailer’s salesman has 
been trained by Mr. Bohling 
to make a forceful, intelligent 
sales argument out of conver- 
sation which ordinarily would 
consist of unrelated comments. 
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Here is a jobber who not only 
recognizes the value of special- 
ization, but also confines his 
efforts on merchandise to 
quality lines. He sells all retail 


outlets aggressively 


The public is willing to pay 
standard resale prices to depart- 
ment stores who offer such mer- 
chandise. All of these factors have 
brought about an attitude among 
department store buyers which 
electrical jobbers should recog- 
nize. The department store 
buyer is afraid of unusually low 
priced merchandise and prefers 
to buy from reputable sources of 
supply. He is afraid of having 
a frozen inventory of stock on 
appliances which are not nation- 
ally advertised. He is willing to 
listen to electrical jobbers who 
sell nationally advertised lines, 


(Turn to page 44) 








This course is having some 
trouble with shadows. There is 
also too much glare. 


EEPING pace with the 

ever lengthening tourist 

season, the wayside stands 
now line our highways from 
coast to coast. The original ‘Hot 
Dog”’ stall has given way to bar- 
becue huts and country inns 
which are equipped with every- 
thing from player pianos, radios 
and orchestras to miniature golf 
courses. 

The ease of establishing one of 
these units and the prospect of 
good profit have promoted a 
keen rivalry among the owners 
in attracting the public’s atten- 
tion. Since his trade is largely transient the stand 


owner cannot rely on his reputation for food and serv- 
ice, but must depend upon inviting appearance to bring 
in business. It is here that unusual and striking electric 
signs and displays find a waiting market. 


Some of the stands, built to resemble windmills, Span- 
ish haciendas and log cabins, depend upon floodlights 
to enhance their effectiveness. The inn, placed some 
distance from the road, employs strings of colored lights 


The interior of the “Colonial Gardens,” just north 
of Lafayette, Ind. Wrought: iron lantern type 
lamps are used. 


The WAYSIDE 


Golf course on the roof of the Marvin building, 
Dallas, Texas. This course is well lighted. 


to lead the traveler into its gateways. Then there is 
always the need for parking space with bright lights 
to ward off accidents and robbery. When a miniature 
golf course is set up in connection with the inn, it is 
most essential that good lighting be installed not only 
to give the course the proper attention value, but also 
to make the playing on it coincide with daylight con- 
ditions. 

Many of the inns carry their decorative scheme in- 
doors in the form of electric fixtures shaped like torches, 
lanterns and candles. Some of the “dine and dance” 
houses have specially lighted dance \floors with color 
changes while others draw attention to their musicians 
with varied colored spotlights. 

Once the tourist is inside the door, the wayside stand 
operator must provide for his customer’s comfort and 
amusement. In order to carry this out he installs ven- 
tilating fans to insure clean fresh air and to empty the 
rooms of cooking, odors. Radios are almost standard 
equipment for amusement purposes since the average 
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Combination wayside stand and gas stations offer 
opportunities for appliances and floodlights. 


American tourist likes to keep in touch with baseball 
scores and his “Amos and Andy.” It is not uncommon 
on the eve of a big fight or national event for these 
places to establish loud speakers near the road so that 
the traveler stops to listen and remains to buy. Elec- 
tric player pianos and phonographs are added to sup- 
plant the radio or are used when radios are not available. 

In the matter of cooking appliances the demands of 
the stand operator are numerous. Almost every stand 
has a barbecue cooker and many have two or three. 
During the height of the season equipment for frying 
doughnuts, popping corn and making potato chips may 
aiso be added. These machines, especially in the case 
of the barbecue, prepare the food in view of the passing 
public whose appetite is whetted by the crisp odor of 
yoasting meat. 

Almost all stands maintain a soda fountain for the 
dispensation of soft drinks and more or less elaborate 
iced concoctions. Even the most simple of these must 
have a drink mixer, juice extractor and cream whipper. 
NOVEMBER. 1930 


Market 


A daylight view of the same 
course. Note the kind of light- 
ing units employed. 


new market 
is being opened up in the 
modernization of way- 
side stands to include 
proper lighting and the 
use of electrical ap- 
pliances 


2A New 


By C. ANDERSON ORB 


The roadside stand and inns are rural competitors of 
city tea rooms and restaurants in their demand for elec- 
tric appliances necessary for the successful continuation 
of their dining room service. Coffee makers, toasters, 
waffle irons and grills of various kinds are the usual 
requirements while the kitchen’s efficiency is increased 
with the addition of electric dishwashers, warming ovens 
and even electric ranges where the power rates of the 
locality are low enough to put (Turn to page 105) 





stand 
located in St. Louis, represents the type of market 
being opened to electrical wholesalers. 


The “Coffee Pot,” a novelty wayside 









e* Proper use of the 


‘Trade 


Acceptance 


There has been some complaint by man- 
ufacturers of the abuse of the trade ac- 
ceptance. We have asked an authority 
on the subject to specify its proper use 


Robert H. Bean 


has there been more interest shown in time drafts, 
or trade acceptances as they are commonly called. 
These are drawn by the seller of merchandise on the 
buyer for the purchase of goods, accepted by the buyer 


Ne before in the history of American credits 


payable on a certain date at a specified place. In many 
cases where a reasonably large sale is made a trade ac- 
ceptance is filled out and sent with the invoice. The 
buyer may then deduct the cash discount or “accept” the 
trade acceptance by writing across its face the date and 
the words “accepted, payable at He 
then returns it to the seller who may hold or discount it 
at his bank in order to have more working capital. 

In common with other forms of credit there are abuses 
of trade acceptance. However, 95% of the trade ac- 
ceptances are paid at maturity. The remaining 5% con- 
sist largely of open accounts that have been transferred 
to trade acceptances. Overzealous salesmen who have 
sold beyond the needs and ability of the customer to pay 
must also take their share of the blame for customers 
who cannot meet their obligations when due. Trade ac- 
ceptances should be employed only in transactions that 
concern current purchases and sales of goods. They 
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By Rosert H. Bean 


Executive Secretary, American Acceptance Council, 
New York City 


should not be used for cases where borrowed money or 
past due accounts are involved. For this reason a trade 
acceptance aids the holder in case legal recourse is neces- 
sary as this paper is construed to be evidence of delivery 
of goods. 

Trade acceptances are an advantage to the purchaser 
of goods in that prompt payment at the bank gives him 
the finest possible credit rating. It also tends to make 
him a more careful buyer as he will accept only as much 
goods as he can reasonably expect to dispose of in sea- 
son to meet his acceptances. When a man’s financial 
condition is strained it is obvious that he will let his open 
account run if necessary in order to meet his obligations 
at the bank as in the latter case his reputation is at stake. 


In a survey made by Robert H. Terman, formerly 
deputy governor, Federal Reserve Bank, New York, it 
was found that in the hardware line where bills are 
usually 60 days less 2% in 10 days, they average 15 
days where discount ‘is taken. Among those who take 
the option of the 60 day credit period the average pay- 
ment is from 75 to 80 days, and 10% of the customers 
take 90 days or more. 

As to jobbers, the report shows that throughout the 
country generally from 40 to 50% of buyers discount 
their bills within 15 days after purchase, while of 
those who take the 60 day option from 25 to 30% pay 
within one month following the 60 day maturity. Of 
the remaining 20% only about one-half pay in the period 
between three and four months after purchase, while the 
other half pay in four to six (Turn to page 110) 


THE JOBBER’S SALESMAN 








DOP MEBALL Saturda 


ji ‘ Over NBC Networks OCTOBER 251 
ARMY is. YALE 


fnnounced by Graham McNamee 


DARTMOL i i. HARVARD 


fnnounced by Bill Munday 








Poster distributed by 
George L. Patterson, 
Inc., New York. 


fk OOTBALL your 
RADIO Opportunity 


By WwW ALTER J. HoLMES Sometimes in the fight for business, and bickering 


over prices, we forget that successful selling is based on 
how well the seller can tie up the desires of his prospect 


The big games of the year with the service of the product. 


It is up to the distributor’s salesmen to keep the re- 






















are played ZN Novem ber. tailer on the right track, to be a friend, a counselor, and 
. ] a producer of selling ideas. Right now the football sea- 
Line up your dea ers for a son offers a wonderful opportunity for the dealer to 
: take advantage of the popularity of sports for the ad- 

final drive vancement of radio sales. 


For one thing, it gives the live 
dealer the friendliest kind of an 
opening to the prospect. He can 
call him on the phone and say, 
“Good morning, Mr. Jones, I just 
wanted to remind you that the big 
game of the season will be played 
Saturday and broadcast over 
X.Y.Z. Probably you will want 
to listen in. Is your set working 
all right?’ Jones is interested. 
Here is a man helping him to get 
more fun out of life, not merely 
trying to sell him something. The 
dealer has treated him as a nor- 
mal human being and the pros- 
pect in turn fails to set up the 


FIGHTING mob of brown 
A figures are milling around the 

ball. . . . Brute strength 
against brute strength struggling des- 
perately for supremacy. Quick act- 
ing, fast thinking men, plunging into 
the game with all the reckless courage 
of youth. . . . Bruised, battered, 
half blinded with sweat, but fighting 
every inch of the way. He’s down! 
No, Jones has the ball! A thundering 
roar comes from ten thousand fren- 
zied spectators in the bowl. . . . And 
Graham McNamee is on the air. You 
live with him the tense, absorbing ac- 
tion of the game over the radio. This bars of aloofness and evasion 
is a service that radio gives and an ' with which he usually protects 
answer to the perhaps unspoken ques- Spalding’s Fifth Avenue Store, himself during interviews with 





tion of the prospect, “Why should I New York, creates college atmos- salesmen. 
+4 999 . phere around its radio trimmed 
buy it! window. (Turn to page 112) 


NOVEMBER, 1930 





MEN 


This ts number 126 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


JOSEPH KURZON. 
President, Joseph Kurzon, New York 


N October 15th Joseph Kurzon walked briskly 
into his office at 7:30 a.m. as is his custom every 


working day of the year, and gave his secretary 
a cheery “Good morning.” 

“Congratulations, Mr. Kurzon,” she smiled. 

“And for what?” he asked. 

“It was just 15 years ago today that you opened 
an electrical supply business,” she explained. 

Beyond a conventional expression of thanks Joseph 
Kurzon had little to say about the matter, but he may 
have thought of many things as his eyes swept his busy 
office and store with its 42 employes, all helping his firm 
deserve the slogan “The House of Service.” 

He may have recalled the time when as a poor, under- 
nourished lad of Russian descent he was fighting for a 
living in New York’s lower East 
Side and glad to get a job at 
$3.00 per week .. . . and won- 
dered perhaps if that boy really 
could have been himself—the 
outstanding leader he is today. 

Even in those dark early days 
the habit of hard work, and of 
giving just a little more service 
than his employer or customer 
could expect was fixed in his 
mind, the habit which was later 
to be the rock on which the 
“House of Service” was built. 
As an illustration of this service, 
when the Squibb Building was 
under construction Mr. Kurzon 
was awakened early one Sunday 
morning by a phone call from 
the contractor in charge of the 
job. 

“We need more material at 
once” he was told, and forthwith 
Joseph Kurzon dressed himself 
and opened his store. It would 
have been easier to have simply 
relayed the call to some other 
man in the company, but that was 
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A Reputation Built 
on Service 


From the time Joseph Kurzon 
accepted his first job at $3 per 
week until he definitely established 
himself as a leader in the electrical 
wholesaling industry, his one 
thought has been to build his 
reputation on service. 


His customers were secured and 
retained on this excellent practice 
and when, in latter years, he ap- 
plied his theory to the industry 
itself, organizing and supporting 
the Eastern Electrical Wholesalers 
Association, he soon reached the 
goal he had set for himself, lead- 


ership in his own industry 


not Kurzon’s way of doing things. Employes, he be- 
lieves, are not to make his work easier but to help in 
serving customers. Anyone in the organization will 
assure you that “Joe” is the hardest working man in the 
company. 

When Mr. Kurzon had shown his ability in his first 
$3.00 per week job he moved on to another that paid 
him $6.00. Later, with his added experience, he was 
able to obtain a clerk’s job at $18.00. From then on he 
began putting away money and knowledge toward the 
day when he would own a business of his own. He 
studied the faults as well as the good merchandising 
methods of his employer, resolved to profit by the ex- 
perience, and some day to offer to the contractors of 
New York a superior service far beyond the dreams 
of that period. 

For one thing, there must be a better delivery serv- 
ice, and this ideal is realized in his present organization 
when a customer places an order at 10 in the morning 
and has it delivered at one in the afternoon. 

When he opened his little store at 54 W. 3lst St., 
New York City, he 
had only four em- 
ployes, and an invest- 
ment in the business 
of $2,500. Somehow 
the day were not long 
enough to do themany 
things he planned, 
and into that business 
he put his soul. 

At the end of the 
day the employes 
would go to their 
homes for rest and 
recreation, but Mr. 
Kurzon would remain 
at the store working 
on his books and 
stock. Nothingseemed 
to matter as much as 
his work, and during 
those days he fre- 
quently fell asleep on 
the counter, too tired 
to go home for the 
few short hours until 
daylight. 

(Turn to page 110) 
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Joseph Kurzon 


President, Joseph Kurzon, New York 
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NEWS m VIEWS of the DAY 


Bn MR UCT Ea date at Boe 


Occidental Vanquishes Mexican Eleven, 31-6 

Above: A crowd of 15,000 fans witnessed the foot- 
ball game between Occidental College and the Uni- 
versity of Mexico at the Los Angeles Coliseum re- 
cently. It was the first game of the season and was 
staged at night under the glare of electric lights. The 
Mexicans scored the first touchdown of the game 
within five minutes of the opening whistle, but from 
then on it was Oxy’s game. ‘They scored an easy 
31-to-6 over their rivals from below the border.—P. & 
\. Photo. 


Suc After a Year of Labor 

Below: Climaxing more than a year of preliminary 
experiments, Prof. Georges Claude, famous French 
scientist and inventor, recently produced electrical en- 
ergy at his Matanzas Bay Laboratory, near Havana, 
Cuba, while hundreds of high Cuban officials looked 
on. Proving the ultimate success of his theory that 
electricity can be produced through energy created by 
warm waters taken from the surface and cold water 
taken from the bottom of the sea and utilized in a 
special process, photo shows Professor Claude on a 
ladder beside the big switchboard in his laboratory. 


Wide World Photo. 


“] 





Blow Out the Lights! 

Above: A new device, known 
as a “breath relay” has been per- 
tected for blowing out electric 
lights by Dr. E. E. Free, con- 
sulting engineer and _ physicist. 
It consists of special contacts 
mounted in a small tube with a 
mouthpiece like that of a tele- 
phone and responds only to a 
puff of air. If a person blows 
into the mouthpiece the lights 
connected with it are extin- 
guished instantly—Wide World 
Photo. 
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eee. dO you realize that 


WHOLESALERS’ 
CLEANER SALES 


* 
In 1926, electrical wholesalers handled 
only 8% of all the vacuum cleaners 
manufactured. In 1929 they handled 


21%. The value of this business at whole- 
sale prices for the years 1927, 1928 
and 1929 averaged $7,793,333.00 annu- 
ally. That is pretty close to $10,000 
a year for every main house and 


branch in the entire wholesale group. * 





A Profit Proposition 
for INDEPENDENTS 


With a 4-square, absolutely rigid wholesale policy. . . 
exclusive, if you want it that way ... The P. A. Geier 
Company comes to you with a complete sales set-up on 
which any INDEPENDENT WHOLESALER who 
has, or who wants to establish, an appliance department 
may be assured of substantial profits on Royal Cleaners. 


It is well worth your time to investigate. Write. 


An executive of our Company will be at the S 
William Penn Hotel during the meeting of the 


National Electrical Wholesalers Association. 





THE P. A. GEIER CO. 


540-560 East 105th Street + Cleveland, Ohio 


In Canada: CONTINENTAL ELECTRIC COMPANY, Ltd. 
30-34 Duncan Street, Toronto, Ontario 
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Boostinc SALES by 








eo the daily rounds 

and inquiring as to whether 
anything is needed may get you 
some orders for small staple 
items. But your sales manager is 
more concerned with selling the 
large-profit items. You can 
readily realize that you can make 


more money for your house and 
for yourself by spending your 
time selling the more profitable 
lines. 

Union-Gem-Jefferson prod- 
ucts always have been good 
margin items... products with 
a wide reputation and ready 








A GOOD SALES OPENER 


The new ferrule type Union Re- 
newable Fuse gives you something 
to talk about... as a sales opener. 
Users who have seen this fuse declare 
it to be the simplest, most practical 
and easiest to renew of all ferrule 
type fuses. It has but three parts... 
two end caps and casing ... besides 
the link. No loose washers or end 
plugs to drop out or lose. Venting is 
through end caps... not the threads. 
Links are supplied bent atoneend... 
automatic length adjustment and 
perfect fit... are rounded at ends for 
quick insertion. Read up on these 
and other features of this new fuse 
and carry a sample for demonstra- 
tion. Sales and good margin profits 
will be your reward. 


Gem Plug Fuses 


The element visible 
through the large pel 
ing makes it possible to 
see at a glance whether 
the fuse is blown. A 
steady seller anda 
good fill-in. 


ALWAYS A GOOD SELLER 


The knife-blade type Union Re- 
newable Fuse continues to gain in 
popularity because of its features of 
superiority which insure easier, 
quicker renewals and lower yearly 
fuse costs. A demonstration of the 
ease and simplicity of renewing the 
link when a fuse blows, a few words 
about the exclusive method of vent- 
ing through the fibre, and the rug- 
ged construction will get many new 
customers for you. It’s a good fol- 
low-up after the new ferrule type 
fuse and, brings a good margin of 
profit. Your biggest and best market 
is the industrial field. Work it hard. 


UNION FUSES 


FERRULE TYPE 


KNIFE-BLADE 


UNION - GEM 
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acceptance throughout the elec- 
trical field. Their exclusive 
features of design and construc- 
tion save time and money for 
users. Salesmen who explain 
these advantages and use Union- 
Gem-Jefferson products as a 
sales opener strike a high aver- 
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PUSHING Prorit ITEMS 


age of sales... in addition to 
their usual run of business. Here 
are some of the good-margin 
profit items to read up on... 
and push. Catalog No. 34 on 
request... The Jefferson Electric 
Company, 1519 W. 15th Street, 
Chicago, Ill. 
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RINGING UP PROFITS 


The Jefferson Nucode Trans- 
former is easy to sell. It appeals to 
contractors because its use saves 
time, labor and material. The trans- 
former and drop light are quickly 
installed on one box... saving con- 
duit, one box, and the time for in- 
stalling extras. The Nucode fits 
round, square or octagon outlet 
boxes .. . eliminating the necessity 
of carrying various sizes in stock. 
Nucode is designed for economical 
operation of bells, buzzers, door 
openers and annunciators in resi- 
dences and small flat buildings and 
is listed as standard by the Under- 
writers’ Laboratories. 









The Jefferson line of 
bell-ringing and signal 
transformers is de- 
signed to meet every 
requirement from the 
single door bell type to 
the complicated bell 
and signal system of 
large buildings and in- 
dustrial plants. 


WELL ACQUAINTED 


Jefferson Universal Toy Trans- 
formers are known everywhere for 
safety and durability. Their rugged 
construction and performance 
assures safety and long service in the 
hands of children... satisfaction to 
the toy buyer and profit to the dealer. 
There is a Jefferson Transformer for 
every electrical train and toy motor. 
The universal feature makes it possi- 
ble for one transformer to operate 
more than one make of train... thus 
reducing the quantity of stock 
necessary for the dealer to carry. 
Yet he can supply every transformer 
demand whether it is for a new train 
outfit or as a replacement . . . and 
realize quick-turnover on his small 
investment. 


JEFFERSON 


BELL — SIGNALLING — TOY —RADIO — OIL BURNER AND 
NEON TRANSFORMERS 


JEFFERSON 
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NEWS in VIEWS of the DAY 


CANN ’ Hey, Get Your Voice Canned! 


s of j 3elow: For “two bits” one now can “talk” a letter. 
Else The record then goes via mail to destination. On 
OV ER fa receipt of the disc, the person to whom it is sent 

may place it on any phonograph turntable, start the 
motor and hear your very words. And all for “two 
bits” and postage. Tests of the new method of com- 
munication are taking place right now in the Gillett 
studio in Hollywood and they have proved prac- 
ticable. Street booths will be installed when the 
commercial possibilities have been developed.—P. 
& A. Photo. 


Bout Let t ‘ 


Radio in Jungleland 


Above: Lillian Bond, Freda Renner and John 
Taller in the jungle scene from the National 
Radio Exposition being held in Los Angeles. 
The radio in this photo is a model of 1915 and 
is still in good working order. The girls are 
trying to harmonize the tom-toms with the ra- 
dio.—Wide World Photo. 


Milking by Radio! 

Left: The farmer of 
the future will not have 
to stir out of house at 
milking time if he adopts 
the device perfected by 
Maurice J. Francill for 
utilizing radio to milk 
cows. Mr. Francill re- 
cently successfully dem- 
onstrated his invention by 
milking a cow five times 
as fast by radio as com- 
pared with the ordinary 
milking machine. A touch 
of key sent a stream of 
milk, almost a quart in 
capacity, into the bucket. 

Wide World Photo. 
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Trimmed Windows 
Increase Sales 


J. J, Fennessey, city desk salesman for 
the Edward Joy Co., Syracuse, believes 
that clever window displays help con- 
siderably to imcerease sales. All in- 
quirtes on the products shown are 
referred to the dealers whenever pos- 
stble and this stimulates their desire to 
use similar displays of the lines 

1. | Beasemep- her eet handled. The company makes a regu- 


time and thought into lar practice of furnishing 


k é Wiring devices show up 
trimming 
his window displays. 


well on this outdoor dis- 
material to its dealers. play board. 
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This model house ; , ; 2 “Be thankful for 
shows ideas for * two-way outlets,” 

installations of light says this Vhanksgiv- 
ing fixtures. ing display. 


A Hallowe'en 4 

window shows ° 
different types of 

sockets. 


Suggestions for 
J. two-way plugs as 
small Christmas gifts. 
Me Ge 
firs 
Another Hallow- . = Sometb a 6 
* e’en display light Ke. eo 7 FQ 
ed by orange tinted 
light bulbs. 


An unusually at- 
* tractive display 
with a black and gold 
color scheme, 
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Col. Samuel Colt made his famous prod- 
uct that way—to withstand every hard- 
ship and toe the mark. And the same 


policy prevails today in the way 
Colt builds the NOARK line of 
safety switches and meter pro- 
tective devices—for Colt tradi- 
tion endures. 


Out of hundreds of products 
offered, Colt selected NOARK 
as best fitted to what Colt does 


COLT’S PATENT FIRE ARMS MFG. CO., 


Established 1836 


Remember — Colt builds 
AR NOARK. 











AFTER EIGHTEEN 


a cleaning and a new porcelain bushing 
was all that was needed to restore a 
NOARK Cast Iron Service Box to 
operating condition. This experience 
of a large central station is typical of 
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His old Colt hit 


the target after 


a year in the Mud wo 
ade 


a 


Will James, ranch-rider and writer, took a 
tumble when his saddle cinch broke, and his 
Colt became buried in the soft sod of the 
prairie. It was a year later, after a hard 
winter, when he found it again, its hard 
rubber handle warped and cracked so that it 
fell off. Soaking the remains at camp in a 
can of coal oil he sent for new handles, set a 
tin-can up on a rock fifty yards distant—and 
blazed away. As he puts it: “the old pocket 
cannon boomed, the can disappeared and, 
when it was picked up, you couldn’t of told 
whether it’d held string beans or corn.” 


best — the manufacture of things me- 
chanical. Plant facilities, men and 
equipment all combine to strengthen 
the already firm standing of 
NOARK devices. To NOARK 
protection is added Colt pro- 
tection—a combination that of- 
fers most to electrical users. 





Electrical Division, HARTFORD, CONN., U.S.A. 


Electric Division 1886 









YEARS OF SERVICE ... 


the long life built into Colt-Noark 
products. 

Send for Catalog “F’’ and detailed 
description. 

“The Rampant Colt,” an interesting 
publication, mailed on request. 














— 
Jobber Salesman 


W. J. McLAUGHLIN, Editor 


Time to 
Reorganize? 
, SHE fact that the executive committee of the 


National Electrical Wholesalers Association 
has expressed itself in sympathy with any 
sound efforts to secure an increase in membership, 
and the fact too, that it has appointed a committee 
to prepare a plan for the betterment of the Asso- 
ciations opens the door for suggestions from those 
who have the interest and success of the Associa- 
tion constantly in mind. 
That there never was a time when independ- 


ents were more in need of guidance is reflected. 


in recent communications of the staff of THE 
JOBBER’S SALESMAN, one of which was published 
in the October issue under the head “An Inde- 
pendent Manufacturer Makes a Suggestion” and 
one which appears on the “Letters to the Editor” 
page in this issue. From these two communica- 
tions together with a vast amount of personal con- 
tact by the staff, it is all too apparent that reor- 
ganization is necessary and the foundation of such 
a necessity must rest on the activities of the in 
Custry’s association. 

A plan, however, such as has been proposed, 
which would call for the organization of chapters 
in 35 centers or zones, and which would permit 
membership on the part of anyone connected with 
the process of distribution would confuse the is 
sue. Such a plan would be similar in effect to the 
National Federation of Radio Associations, but it 
must be remembered in that Association, the Ra- 
dio Wholesalers Association functions through 
delegates only, continuing, at the same time, to 
maintain itself as a separate and distinct organiza- 
tion of its own. Even the Federation, consisting 
as it does of three sections: wholesalers; manufac- 
turers’ agents, and trade associations, appears to 
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be slightly unwieldy, and at the present time is 
more or less dominated by the R.W.A., which it 
rightfully should be. Any accomplishments of the 
R.W.A., and they have been many, have been 
secured directly through activity with the Radio 
Manufacturers Association. 

One essential difference between the two asso- 
ciations at the present time is that the N.E.W.A. 
has a large “chain” membership while the 
R.W.A. has a majority independent membership, 
and it is obvious that the N.E.W.A. must build 
up a larger representation among independent 
wholesalers. The question is how can it be done? 

It can be accomplished in this manner. Set 
up in the principal cities electrical wholesalers 
clubs with a calendar of monthly meetings, and 
a membership fee based on volume of business, 
but with a low minimum in order to make mem- 
bership available for the legitimate “two man” 
independent wholesaler. In turn, group these 
clubs into zone associations with zone meetings 
at quarterly or six months periods with delegates 
meeting from the clubs, but the meetings them- 
selves open to anyone who cares to attend. From 
these zones there will then be appointed national 
delegates to attend the semi-annual meetings of 
the N.E.W.A. This is a workable plan, sound 
and simple, and one which undoubtedly will be 
put into effect by the R.W.A. Independent 
wholesalers of the smaller type are hard to con- 
vince that it is essential they have a national view- 
point. There is no difficulty, however, in lining 
them up for a discussion of the immediate prob- 
lems knocking at their front door. The Eastern 
Electrical Wholesalers Association, now consists 
of 61 concerns, representing in the neighborhood 
of 90% of the total invested capital of all inde- 
pendent wholesalers located in the metropolitan 
district. Such a membership is, of course, based 
on a recognition of mutual problems in a mutual 
territory. Such an organization, no matter how 
well it operates, cannot solve national problems 
in a national way. If, however, there were a 
string of these groups from coast to coast backed 
by a national association consisting of delegates 
from such “locals” or chapters, it takes no 
stretch of the imagination to conjure the influence 
and strength it would represent. The Association 
of Electragists, International, is set up somewhat 
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along these same lines, operating through chapters. 


This is no attempt to tell the Association what 
it should do, but it is a serious suggestion, made 
because the door has been opened, and action 
upon it would certainly arouse a renewed interest 
on the part of independent wholesalers in the 
possibilities for permanent benefit offered by a 
membership in the National Electrical Whole- 
salers Association. It is well to bear in mind, 
however, that this is only one suggestion. There 
are undoubtedly other methods which can be 
pursued to arrive at the same solution and un- 
doubtedly the executive heads of N.E.W.A. will 
weigh them all before launching a membership 
drive based on the necessity for independents 
joining their industry association. 


Better Selling 
US. 
Purchasing Advantages 
] T MIGHT be well for independent electrical 


wholesalers to call a moratorium in their ef- 

forts to obtain more advantageous purchase 
prices and devote some attention to the selling 
end of the business. In a recent issue of Printer’s 
Ink, Mr. J. Frank Grimes, guiding light of the 
Independent Grocers Alliance and Independent 
Druggists Alliance, says, “Vast buying power is 
only the keystone of the arch. There are other 
essential factors without which the arch falls 
down, keystone and all. Our ideal is not good 
buying, what is needed more is good selling.” 


By reference to good selling Mr. Grimes meant 
store arrangement, carefully planned advertising, 
synchronized merchandising plans, in fact, all 
those methods which the chains have taught us 
lead to success. Furthermore, a simple, but thor- 
ough accounting system. Mr. Grimes lays great 
stress on the accounting system because by its use 
retailers learn for the first time the very necessary 
facts about the cost of doing business. 

While Mr. Grimes’ remarks are addressed to 
the retailer the same need holds true for the 
wholesaler where a knowledge of sales costs by 
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key products or lines is essential to learning which 
are producing the profits and which the losses— 
and why. The costing of sales is the first element 
in the revitalization of the independent electrical 
wholesaler. When he has learned his selling costs 
and developed better methods of selling his pur- 
chase prices will cause him much less worry. 


The Long Beach 
Experiment 
A RAY of light is being thrown on the 


appliance situation by the recent decision 

of the Southern California Edison Co., 
to change its policy in connection with the mer- 
chandising of electrical appliances in its Long 
Beach district. This change is made for the pur 
pose of demonstrating by a fair trial whether or 
not it is necessary for that public utility to be 
active in the direct sale of merchandise in order 
to continue its present rate of growth. Long 
Beach was decided upon as the place for the ex- 
periment because it is the largest metropolitan 
area in the company’s system, and because the 
retailers and contractor dealers there are deeply 
interested in the experiment. 

Such a trial places an enormous responsibility on 
the shoulders of the dealers in that territory, for 
not only their own business, but that of dealers 
operating in the company’s entire system will be 
affected by the results. 

Those dealers are going to require the utmost 
assistance from manufacturers and wholesalers in 
order to guarantee the success of the venture. 
Wholesalers there must appreciate the significance 
of this trial and do everything in their power to 
maintain and possibly increase the present sales 
of appliances in that section. 

It would be a splendid thing for the entire 
industry, if, at the end of 1931, it could point to 
the Long Beach experiment as proof that the 
manufacturer-jobber-dealer policy was the correct 
one, and that its recognition by public utilities 
would result in no loss of sales on load building 
appliances. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








EASTERN STATES* CENTRAL STATES® WESTERN STATES* 


MARKET PRICES MARKET PF seieae sin ere 2 et 
; Sept. 15 to General Sept. 15 to eneral ept. 15 to enera 
COMMODITY Oct. 15 Trend Oct. 15 Trend Oct. 15 Trend 





























Transformers, insulators, distribution 
equipment 








Poles and pole-line hardware 











Switchboards and accessories 














Motors and control apparatus 








Safety switches 








Wiring devices 








Conduit and fittings 
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Flashlights and batteries 
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EASTERN STATES CENTRAL STATES WESTERN STATES 


Telephone equipment 
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Storage batteries 





ALL 22 LINES COMBINED 








Good Fair Poor Good Fair Poor Good Fair Poor 
Sept. 15—Oct. 15, 1930 14% 47% 39% 13% 45% 32% 22% 51% 27% 
Same Period Previous Month.......... 14% 44%, 42% 16% 45% 39% 17% 52% 31% 
Same Period Year Ago 26% 48% 26% 23% 50% 22% 29% 59% 12% 


















































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 
Central States include all between. 
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Pa sell FAY Panelboards 


This is a logical approach to greater _ that it will pay you to dig for facts. 
sales of €& Panelboards, which bring The @ Catalog No. 45 and the new 
with them greater staple sales. Leader type LN TP Bulletin No. 50 

You may think you know panel- will help you—let us send you copies. 


boards now, but in @ there are so Talk it over with the & man nearest 


many really distinctive selling points you; he is ready to help. 


Frank Adam 


ELECTRIC COMPANY 





ST. LOUIS 

Atlanta, Ga. Dallas, Texas Minneapolis, Minn, Pittsburgh, Pa. 

L. A. Crow, R. S. Wakefield, Leo. H. Cooper, B. Frank Perry, Inc., 
64 Cone St., N. W. 1814 Allen Bldg. 422 Builders’ Ex. Bldg. 319 Third Ave. 

Baltimore, Md. Denver, Colo. New Orleans, La. St. Louis, Mo. 

Wolfe-Mann Mfg. Co., Alex. Hibbard, Inc. W. J. Keller, O. H. Rottman, 
312 S. Hanover St. 1940 Blake St. = 203 Natchez Bldg. 3650 Windsor Place 
Magazine& Natchez Sts. : 
Boston, Mass. Detroit, Mich & San Francisco, Calif. 
Ni i Mies = New York se Van Att: 
J. J. Cassidy, H. H. Norton Fred K , bre P Sae Atta, 
231 C ess St 23 Wabash | re raut, 0 Fremont St. 
ongress 2683 Wabash Ave. 182 North 11th St., ; - ; 

Buffalo, N. Y. Kansas City, Mo. Brooklyn Seattle, Wash. ; 
Ralph E. Jones, Ratiest Mates Omaha, Nebr Electric Engineering 
1890 Hertel Ave. obert Baker, array Sales Company, 

19 E. 14th St. B. J. Fleming, ae on oe 
. 2914 First Ave., S. 
Chicago, Ill. ss 213 S. 12th St. 
Major Equipment Co., = — Came. Orlando, Florida — Cate. 
Inc., 2. Zinsmeyer, F. W. Knoeppel, ». E. Ebersole, 
4603 Fullerton Ave. 1127 S. Wall St. 610 Mickesane Ave. 214 S. Victor St. 

Cincinnati, Ohio Memphis, Tenn. Philadelphia, Pa. Toronto, Can. 

E. F. Schurig, C. B. Rutledge, W.A. McAvoy, Almalgamated Elec. 
44 East Third St. 203 Monroe Ave. 244 North 10th St Co., Ltd. 





















Gen. Sales Office, 
370 Pape Ave., 


Vancouver, Can. 
Amalgamated Elec 
Co., Ltd., 
Granville Island 


Winnipeg, Man., Can. 
Amalgamated Elec. 
Co., Ltd., 
677 Notre Dame Ave 


Hamilton, Ont. 
Amalgamated Elec. 
Co., Ltd., 
18 Mary St. 


Montreal, Can. 
Amalgamated Elec. 


o., Ltd.. 
1006 Mountain St 
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News From The Wholesale Field 








\ 


Missouri River Club Meets 

The Missouri River Club held its 
fall meeting on October 16 and 17 
at the Elms Hotel, Excelsior Springs, 
Mo. While an unavoidable delay in 
announcing the date reduced attend- 
ance, those present were treated to 
a most interesting program. 

Merle Smith of the publicity de- 
partment of the J. C. Nichols Co., 
Kansas City, was the first speaker. 
He delivered an address on “General 
Business Conditions.” Mr. Smith, 
who had his subject well in hand, is 
quite optimistic over the immediate 
future and presented convincing 
facts to substantiate his arguments. 

L. D. Morgridge of the General 
Electric Co., Chicago, spoke on the 
“Health of the Nation.” His talk 
was based on the value of the ultra- 
violet ray in maintaining health and 
he presented the wholesalers with an 
enlightening picture of the human 
body, its reaction to the ray and the 
enormous field for volume sales of 
the ultra-violet lamp. 

At the evening session, K. W. 
Mackall, Crouse-Hinds Co., Syra- 
cuse, N. Y., delivered an illustrated 
lecture on “General Floodlighting 
Applications.” He had a series of 
remarkable photographs covering 
practically every application of the 
floodlight. 

On Friday, October 17, D. G. Pilk- 
ington, general manager, THE Jos- 
BER’S SALESMAN, spoke on “The 
Weakness of Electrical Supply Job- 
bers as I See It.” Mr. Pilkington 
based his talk on case studies made 
by the staff in the field. He was fol- 
lowed by H. N. Goodell, manager, 
Graybar Electric Co., Kansas City, 
who presented a chart which showed 
how a jobber could, by a simple proc- 
ess increase his net profits. This chart 
was accepted with enthusiasm by 
every jobber attending the meeting. 

The afternoons of both days were 
devoted to golf tournaments with 


and their salesmen. 
the personal element in the industry. Your co-operation 1s solicited in 
making this human side of the magazine more interesting. 


THE JOBBER’S SALESMAN maintains men in the field, it sends out 
monthly “‘what’s the news sheets’? to every wholesaler and it gladly 
receives voluntary news contributions and snapshots from wholesalers 


All this enables 1t to reflect from month to month 


prizes for high scores as well as low. 
Due to the extremely cold weather 
and a high wind most contestants 
qualified for high prizes. 

At the conclusion of the meeting 
officers were elected for the next 
six months. They are Riley De Lano, 
Westinghouse Electric Supply Co., 
St. Louis, chairman, and S. H. 
Simonsen, Manhattan Electrical Sup- 
ply Co., St. Louis, secretary. It was 
also moved and seconded that a rep- 
resentative of THE JoBBER’S SALES- 
MAN be placed permanently on the 
committee to act in an advisory 
capacity. 

* x 
New Members for Eastern 
Association 

At the last meeting of the Eastern 
Electrical Wholesalers Association, 
New York, 10 additional firms were 
admitted to membership. These are: 
Cuny & Guerber ; Holloway-Benz Co. ; 


Koehler Electric Supply Co.; East 
Coast Electric Supply Co.; Mc- 
Sweeney Electric Supply Co. ; Metro- 
politan Electrical Distributing Co.; 
Hirschfeld Electric Supply Co.; and 
the W. R. Ostrander Co. 


fer 


Moock Electric Holds 
Election 
The Moock Electric Supply Co., 
Canton, O., held election of officers 
on September 17. The results were 
as follows: H. M. Moock, president, 
treasurer and general manager; R. 
E. Furbay, secretary, and John 
Quinn, vice-president. 
ee 


New Jobbing House in 
Missouri 
The Belden Electrical Supply Co., 
Springfield, Mo., has been organized 
for the distribution of wholesale elec- 
trical supplies. 





ig 


These gentlemen of the Southern Equipment Co., San Antonio, Tex., were inter- 
rupted in the midst of some serious work and deep thinking. The four in the 
second row, left to right, are: J. G. Cummings, manager of the electrical depart- 
ment; E. F. Oelkers; J. L. Anderson, and J. O. Russell. From left to right in 
front are: C. J. Garza; H. Friery, and E. B. Parsons. 
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DID YOU GET YOUR 


Show °Em.. 
then Sell °Em! 


It will take only a few moments to 
show your prospect how easy it is to 
sell the handy McGill Levolier Switch 
and Bracket. . . if you show him how 
to show them. 

With this handy bracket you can put 
the Levolier Switch where you want it, 
and quickly, too. Practically all that is 
needed is two screws anda screw driver. 
Fasten the bracket to the ceiling, the 
wall, or the device being installed. Place 
Levolier Switch through the opening 
and screw on nut. This installation 
takes only a few moments and the re- 
sult is a unit which is firm and incon- 
spicuous. 

The sketches at the right offer a few suggestions as to how the 
new brackets may be utilized. There are thousands of possible 
installations for the Levolier Switch, thousands of sales to be made 
which mean dollars to us both. 

So step in with a smile, “show ’em and then sell ’em.” And 
walk out with an order . . . and smile some more. 


See Only that You Work 


Only one thing in the whole wide world will bring you to success, 
and mark you, success is never brought to anyone; you must go 
after it. See only that you work, and work your very darndest all 
the time. The fellows whom we see get ahead have got there by 
riveting their every energy to their particular job. Those who are 
willing to work hard are bound to succeed. If you don’t seem to 
be getting very far, try working harder— you'll feel better and 
get farther. 





Enduranee Plus! 


The famous Levolier Switch 
is built to withstand the re- 
peated knockout smashes of 
a cold 500 Watt Gas Filled 
Lamp. It is tested for thou- 
sands of makes and breaks, 
and is adjusted by experts on 
a day-work basis, assuring the 
proper time and attention to 
the job. You can boost Levo- 
lier Switches, they will live 
up to your recommendation. 








McGILL CATALOG? 
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For Store Windows and 
Temporary Display Booths 




















For Ventilating Fan Over Sink 
Where Difficult to Reach 





Providing Cord at Car Window 
and at Garage Door 
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H. M. HumMet, formerly with 
Trilling and Montague, Philadelphia, 
is a new salesman with M. A. Hart- 
ley & Co., Northumberland, Pa. 


GEORGE EMBLIDGE, once with the 
Grigsby-Grunow Co., Chicago, and 
prior to that with the Colt’s Patent 
fire Arms Co., is now handling in- 
dustrial accounts for the Falls Equip- 
ment Co., Buffalo. 

McCartuy Bros. & Ford, Buf- 
falo, announce the addition of Wal- 
ter H. Rice to its sales force. 

Henry Berguist will travel Wor- 
cester County for the Sager Electri- 
cal Supply Co., Worcester, Mass. 


THe J. J. Koepsell Co., Sheboy- 
gan, Wis., has employed Rupert 
Metzner as a special salesman on 
electrical appliances and radio tubes. 


FOLLOWING the resignation of 
Wood Wilson, shipper at the West- 
inghouse Electric Supply Co., Wil- 
mington, Del., Alfred Hall was 
transferred from the counter to fill 
this vacancy. Wilmer King of the 
order assembling department was 
given Mr. Hall’s previous position 
while Howard Hall is now working 
in Mr. King’s place. 

JOHN JORGENSEN has recently been 
added to the sales force of the Tide- 
water Electric Co., Inc., New York. 

ErNeEst MILLs is now connected 
with the Sager Electrical Supply Co., 
Lynn, Mass., as a salesman. 


ArtTHUR L. AEBERLY, formerly of 
the Electric Appliance Co., is the 
most recertt member of the sales 
force of the Bright Light Co., Chi- 
cago. 


THE GraysBar Electric Co., In- 
dianapolis, has added T. C. Rade- 
maker to its sales organization to 
cover the Indianapolis territory, spe- 
cializing on radio and appliances. He 
is an old timer in the electrical job- 


bing business, having been with the 
Central Electric in Chicago at one 
time. 


J. W. Mercuant and George W. 
Henderson have been employed by 
the Southern New York Electrical 
Supply Corp., Binghamton, N. Y., as 
representatives to sell radio mer- 
chandise exclusively. 


C. L. Barrett, formerly with the 
Westinghouse Electric Supply Co., 
in Minneapolis and Detroit, is now 
city salesman for the Sterling Elec- 
tric Co., in Minneapolis. 


E. A. GUNKEL was appointed 
salesman for the Arkansas territory 
of the Graybar Electric Co., St. 
Louis, replacing H. F. Flanders who 
resigned. 

BEN SINGER has been appointed 
salesman to cover northern Connectt- 
cut for the M. Goldman Company, 
Bridgeport, Conn. 


Vincent P. Kerrey will travel 
southern Connecticut for the Hart- 
ford Electrical Supply Co., Hartford. 

Changes in Personnel 

Tue H. C. Roberts Electric Sup- 
ply Co., Philadelphia, has recently 
added several men to its refrigerator 


sales department: H. M. Gansman, 
district manager; A. C. Hopkins, 
sales supervisor; R. B. Cook, sales 
promotion; K. F. Hendricks, service 
man; C. J. Bigham, contact man, and 
B. S. Gibson. 


C. T. Jones has been put in charge 
of the sales of the radio department 
at the Westinghouse Electric Supply 
Co., Dallas, Tex., and C. G. Adair 
has taken charge of the city sales. 


P. V. Eakin has been promoted 
to division auditor with the General 
Electric Supply Co., Kansas City, 
following the resignation of J. B. 
Stevenson. 


THE GENERAL Electric Supply 
Corp., Minneapolis, announces the 
appointment of Harry W. Nebel- 
thau, local manager to assistant di- 
vision manager of the north central 
division. 


L. W. Kettoce replaces A. C. 
West as secretary at the L. R. Klose 
Electric Co., Kalamazoo, Mich. 


CHARLES E. SLocuM has been ap- 
pointed service manager of the 
George L. Patterson Co., New York. 


* * 


New Supply Company in 
New York State 

The Starlight Electric Supply Co., 
Inc., at White Plains, N. Y., opened 
for business September 1. Murray 
Starobin is president and Louis Gor- 
don is secretary and treasurer. Mr. 
Starobin is the son of J. Starobin, 
well known New York jobber. 





As the picture 


illustrates, they wear derbies in St. Louis too. 


The derby on 


the left belongs to Wm. M. Rossner, president of the Rossner Electric Co., 


Kansas City, Mo. 


The four other members of the company are: 


Lornel Ross- 


ner, purchasing agent; Hazel Brett; Dorothy Larrick; A. P. Rosenstock, and 


E. A. Davis. 
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SPECIAL OFFER 


Electrified Display Stand more than doubles dealers’ sales 

Accurate store-to-store check made July 1, 1929, shows that dealers 
who used the BUSS Electrified Display Stand averaged more than 
twice the sales made by those 
who did not have it. 






Any dealer can get this sales‘maker with 
in order of 24 of 


more BUSS Lights, free. 


Dealers who already 
have the Electrified Dis- 
play Stand and order 24 
or more BUSS Lights 
can get the entirely new 
SPECIAL No. 30 DIS- 
PLAY SET which in- 
cludes card for the stand. 


Tell your dealers about the a Tee | 
BUSS Light Assortment e974 
This assortment is made up of one each of : 
the seven models of the BUSS Light. The 
Lights are priced at the regular dozen-lot 
price—Dealer cost $13.33. Retail value $20. 
The assortment includes attractive dis 
play and price cards and a sheet showing 
how any number of selling displays may be 
built by simple arrangements of the striking 


new boxes in which the $3.00 models now 
are packed. 


The ADD-A-LIGHT 
Campaign is now 
on in full force... 

















This Means a Big Increase 
in Demand Among Your 


Trade for BUSS Lights 


The tremendous power of national advertising has 
been enlisted to create a new desire among house- 
wives for portable lights. This means bigger business 
for your dealers who handle BUSS Lights. For the 
BUSS Light is different from any other light on the 
market. It is more than an ornament. It is a utility 
light that hangs, clamps or stands any place. It is 
an all-purpose light and an emergency light. It tilts 
and twists to concentrate light where it is wanted. 
It is a man’s light, a woman’s light, or a light for the 
youthful student. It is always an enthusiastically 
received gift. It is a quality light throughout, made 
of the finest materials, beautifully finished and fitted 
with attractive parchment and metal shades. And it 
sells for only $3.00. 


Bring out these sales points on BUSS Lights to your 
trade. Show your dealers that this is full profit merchan- 
dise that does not need price cutting to move it. Urge 
dealers to feature BUSS Lights in their tie-up with the 
Add-A-Light campaign. 


BUSSMANN MFG. CO. 
2546 University Str. St. Louis, Mo. 
A Division of McGraw Electric Co. 
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C. F. Fitchey has been appointed 
manager of the Indianapolis division of 
the General Electric Supply Corp., re- 
placing C. D. LaMee, who was trans- 
ferred to Omaha, Neb. 


“Decorate With Light” Gives 
Electricalender 

The National ‘“Decorate-with- 
Light” committee, of the Society for 
Electrical Development, Inc., New 
York City, has issued a handsome 
and valuable booklet titled ‘Decorate 
With Light.” It presents an electri- 
calender which spots and suggests 
dates when there should be high 
public and individual interest in 
decorative lighting, such as Christ- 
mas, New Year’s Day, Hallowe’en 
and Thanksgiving. The historical 
backgrounds for these occasions are 
included with definite lighting sug- 
gestions. In addition holidays with 
especial local appeal are listed to- 
gether with brief annotations as to 
their significance. Outdoor decora- 
tive lighting during the Christmas 
season is given attention in a special 
section of the booklet. 

*k * x 


Electrical Credit Association 
Postpones Meeting 

The executive committee of the 
Electrical Credit Association at its 
meeting on October 21, voted to 
postpone the holding of the thirty- 
fifth annual meeting of the associa- 
tion to a date to be set later, possibly 
during the month of February. 

x * x 


Miss Tuerk Opens Own 
Company 

Miss Doris Tuerk, formerly sales 
promotion manager of the Illinois 
Electric Co., Chicago, now the West- 
inghouse Electric Supply Co., an- 
nounces the opening of her new com- 
pany, the Mid-West Letter Service, 


30 W. Washington St., Chicago. The 
company offers a complete service 
from copy-writing to mailing. 

Miss Tuerk, because of her wide 
experience in the electrical and radio 
merchandising field, will concentrate 
on those types of accounts at least 
for the present. 


ok 


W. C. McCormack Dies 

W. C. McCormack who was with 
the Electric Appliance Co., Chicago 
from 1910 until it went out of busi- 
ness died suddenly of heart trouble 
on September 26. ‘Mac’ came to 
the company as an office boy and 
worked his way up through the pric- 
ing department, quotations, and even- 
tually to the purchasing department. 
He was well known among jobbers 
and manufacturers in the Chicago 


area. 
* * Xx 


Myers Electric 

Tries New Delivery System 

The Myers Electric Supply Co., 
Los Angeles, has abolished its own 
delivery system and has contracted 
with a local delivery system, making 
it possible to make four deliveries 
daily to all parts of the city. 


* * * 


Earl Conrad Makes Success 
With “Photoflash” 


Earl Conrad, salesman for the 
Westinghouse Electric Supply Co., 
Wilmington, Del., has used the new 
“Photoflash” lamp as an opening 


wedge in securing new accounts in 
the photograph trade. It was found 
to be a very original idea as no one 
eise had thought to call on the pho- 
tographers to sell this item. 

This company has also been suc- 
cessful in getting the order for West- 
inghouse “Solux” lighting units for 
the new Dupont Bldg. in Wilming- 
ton, including about 1,000 units. An 
order for 150 of the same type for 
the Industrial Trust Bldg. in the 
same city has just been filled. 

‘te 

Credit Manager Available 

A credit manager with 16 years’ 
experience in the electrical and radio 
wholesaling industry in the middle 
west is available for a position with 
a wholesaler or manufacturer. 

This man who is widely known in 
the industry has a thorough knowl- 
edge of credit work. He may be 
reached through the editor of THE 
JoBBER’s SALESMAN. 


* * x 


Tulsa Electric Supply 
in Exposition 

The Electric Supply Co., Tulsa, 
Okla., took an exhibit in the Inter- 
national Petroleum Exposition held 
in that city from October 4 to 11. 
The exhibit featured Pittsburgh 
standard conduit, Paranite insulated 
wires, Edison Mazda lamps, Ham- 
mond clocks, Frank Adams _panel- 
boards and other various lines. J. P. 
Clark, sales manager, had charge of 
the booth. 





Echoes of the days at Atlantic City. 


Smiling from left to right are: M. M. 


Becker and N. Becker, both of the New York office of the Frank Adam Electric 
Co.; Mrs. Lipsky; Miss Lipsky, and Abe Lipsky of the Monarch Electric Supply 


Co., Newark, N. J. 
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GENERAL CABLE CORPORATION 
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EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, NEW YORK 


ROMEX 


/ 
won't flame 
or carry fire! 


This five-inch Bunsen flame 
has no effect on the flame- 
resistant saturation of RomeX 
in five successive fifteen-sec- 
ond shots. That’s withstand- 
ing FIRE. 

And that’s the reason RomeX 
will not convey flame if a 
‘short’ occurs in an outlet box 
or under a fixture canopy. 


RomeX works safely. Its fully 
non-metallic construction 
eliminates the necessity of go- 
ing back to clear “grounds.” 


Besides, RomeX is lighter, 
more flexible, easier to handle, 
quicker to install. And it 
needs no special fittings. 


From every angle, RomeX is 
the cable for bringing any kind 
of housewiring up to date. 


And remember — that’s the 
big field for wiring now. 


Sell RomeX for adequacy. 


OFFICES IN PRINCIPAL CITIES 
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single source 


for wires, cables 
and accessories 


in any quantity 


ATLANTA DISTRICT OFFICES PITTSBURGH 
1526 Healy Building 1714 Koppers Building 


BIRMINGHAM CINCINNATI KANSAS CITY ROME, N.Y. 
1306 Watts Building 920 Chamber of Com. Bidg. 932 Board of Trade Building Mill Street 


BOSTON CLEVELAND LOS ANGELES SAN FRANCISCO 
89 Broad Street 1814 Terminal Tower 939 East Fourth Street 465 Tenth Street 


BUFFALO DALLAS MINNEAPOLIS SEATTLE 
56 Clyde Avenue 1614 Allen Building 109 South Seventh Street | 570 First Avenue, South 


CHARLOTTE DENVER NEW YORK ST. LOUIS 
1503 First National Bank Bidg. 650 Seventeenth Street 420 Lexington Avenue 1213 Ambassador Building 


CHICAGO DETROIT PHILADELPHIA WASHINGTON 
20 North Wacker Drive 827 Fisher Building 123 South Broad Street 704 Wilkins Building 


GENERAL CABLE 
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HE twelve wire and cable mills pooled to form General 

Cable had long been leaders—some famous for high- 

tension power cables; others for noteworthy developments 

in the low-voltage field; still others for coils—and so on 
through the gamut of kindred products. With a single trade mark to in- 
dicate the high standards to which all conform, these twelve plants, in 
effect, are one . . . modern, efficient and with obvious capacity to produce a 
great variety of wires, cables and accessories. 


Under the single management of General Cable, productive capacity nat- 
urally thrives on the flexibility which comes from the unification of plants 
and from the unhampered interchange of patents and processes among 
all twelve. The urge to forge ahead is fed on the knowledge that, now, 
through this single organization, all demands of the industry are met. 


As a result of this unifying process other departments, likewise, are welded 
into a simple, efficient organization which offers you a single buying source, 
instead of several, for wires, cables and accessories. 


Twenty-two District Offices represent General Cable, each manned by com- 
petent engineers and each able to offer you General Cable’s full capacity 
in service and products. There are adequate stocks at strategically located 
warehouses for maintaining your requirements. 


All this, of course, simplifies your buying. For now, you obtain all your re- 
quirements from one source — General Cable. You get the same products 
you formerly bought from individual plants — PLUS the advantage of wide 
variety, huge productive capacity, and unprejudiced engineering ad- 
vice; PLUS improvements in all products as fast as research facilities 
can develop them; PLUS application to your customers’ problems of the 
collective experience of General Cable specialists who await your call. 


PLANTS 
BALTIMORE DETROIT MOBILE 
Maryland Michigan Alabama 
BAYONNE EMERYVILLE PAWTUCKET 
New Jersey California Rhode Island 
BUFFALO FORT WAYNE PENNINGTON 
New York - Indiana New Jersey 
niin WAREHOUSES 
BUFFALO CLEVELAND DETROIT 
CHICAGO DALLAS LOS ANGELES 
CINCINNATI DENVER MOBILE 






SAN FRANCISCO 


CORPORATION 










































PERTH AMBOY 


New Jersey 


ROME 
New York 


ST. LOUIS 


Missouri 


NEW YORK 
PORTLAND 


SEATTLE 
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Prize Winnersin August Contest 


Twenty-five Dollar Prizes Have Been Given by THE JOBBER’S 
SALESMAN to the Men Listed Below—The Result of the August 


“Summer Sales Prize Contest” 


PRODUCTS OF 


Adam Electric Co.. Frank.....................- sea 


American Blower Corp 


Anaconda Wire & Cable Co....................---- 


Appleton Electric Co. ..........----00:--.--<c-s00s 


Arcturus Radio Tube Co 


Arrow Electric Division..........................-.-- 


Benjamin Electric Mfg. (Ree mnt nS 


Bryant Electric Co 
Burgess Battery Co 


Bussmann Manufacturing Co 


Colt’s Patent Fire Arms Mfg. Co............ 


Connecticut Telephone & Electric Corp... 


Crescent Insulated Wire & Cable Co 


WINNER 


..M. N. Higgins 
Frank A. Joerger........... 


Hart S. Anderson........... 


Albert Stern 


TE BR nnn 


Leo C. Scott 


John S. Kroese.............-- 


Dewey W. Peterson 


W. G. Morrell 


G. Frank Slocum........... 


C. W. Madden 


Frank Holsworth........... 


C. K. Fullerton 
George Foreman 


C. K. Fullerton 


COMPANY 
United Electric Co., Wichita, Kans. 


seadiei E. B. Latham & Co., New York. 
......Electrie Supply Co., St. Paul. 


Joseph Kurzon, New York. 


anal Sager Electrical Supply Co., Lynn, Mass. 


Glasco Electric Co., St. Louis. 


ak Manhattan Elect’] Supply Co., Inc., New York. 


Westinghouse Electric Supply Co., Los Angeles. 


California Wholesale Electric Co., Los Angeles. 


wiih Doubleday-Hill Electric Co., Pittsburgh. 


Roberts Empire Electric Co., Houston, Tex. 


ee. Lindley Electric Supply Co., Philadelphia. 


H. M. Hopkins Electric Co., Detroit. 
General Electric Supply Co., Louisville, Ky. 
H. M. Hopkins Electric Co., Detroit. 


DePecent Badd Co. seiicincsiicnicccctesil Leslie A. Grand.................... Lindley Electric Supply Co., Philadelphia. 


Erie Malleable Iron Co........................-.---- 


Fullman Manufacturing Co 
Hart & Hegeman Division 


Indiana Rubber & Insulated Wire Co 


Mattatuck Mfg. Co 
National Carbon Co., Inc 
Pass & Seymour, Inc 
Reliance Automatic Lighting 
Square D Co 


Sylvania Products Co 


CI NE sins ietininencndepieiade 


Trumbull Electric Mfg. Co 


Wadsworth Electric Mfg. Co., Inc 
Wheeler Reflector Co 


..A. W. Lucks 


..Mack C. Kleiner 


John S. Kroese.............. 


Barrett Electric Supply Co., St. Louis. 

H. M. Hopkins Electric Co., Detroit. 
Chas. E. Hayes Co., Springfield, Mass. 
Listenwalter & Gough, Inc., Los Angeles. 
Central States Electric Co., Kansas City. 
Gertler Electric Co., New York. 

Eastern Electrical Supply Co., Newark. 
Morris Blumberg Electric Co., Detroit. 
Eastern Electrical Supply Co., Newark. 
Lindley Electric Supply Co., Philadelphia. 
Fife Electric Supply Co., Detroit. 

Miller Electric Co., Utica, N. Y. 
Garfield-Elliott Electric Supply Co., New York. 


Southern New England Electric Co., Hartford, 
Conn. 


Price Electric Co., Pittsburgh. 


maaatiel Manhattan Elec. Supply Co., Inc., New York. 
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A VOLTAGE TESTER 
» thats a 

PROFIT 
BUILDER 








There are three good reasons forthe popu- 
larity of the Wigginton SQUARE D Voltage 
Tester with jobbers: 

1. It offers a fair profit quickly; the dis- 
count is generous and the turnover 
rapid. 

2. Ithas many exclusive features which 
appeal to electricians, plant engi- 
neers and maintenance men. 

3. It isa SQUARE D Product; its accept- 
ance and its quality are assured. 

The Wigginton SQUARE D Voltage Tester 

requires no lamp. 

It indicates whether the circuit is A. C. 

or D. C. 

lt determines 25 or 60 cycle fre- 

quency. 

It is built for hard usage and is practically 

unbreakable and so compact that it can 

be carried easily in the pocket. In opera- 
tion it is simple; the indicator registers the 
voltage on an easily read scale. 


For further information regarding this 
unusual tester and the liberal jobber’s 
proposition, address the nearest SQUARE 
D branch office or write directly to the 
SQUARE D COMPANY, DETROIT, MICH. 


Affiliated with 
DIAMOND ELECTRICAL MAN- 
UFACTURING COMPANY, LTD. 


Los Angeles San Francisco 
Houston 


SQUARE D COMPANY, CANADA, 
LTD., WALKERVILLE, ONTARIO 


Toronto Montreal 








SQ 


Ua 





COMPANY 
DETROIT. U.S.A. 


ELECTRICAL Di EQUIPMENT 


Factories af: 
DETROIT, MICHIGAN; MILWAU- 
KEE, WISCONSIN; AND PERU, 
INDIANA 


BRANCHES IN ALL PRINCIPAL 
CITIES 
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A Reply to the Independent 
Manufacturer 

To THE Epiror: 

“An Independent Manufacturer 
Makes a Suggestion,” in your Oc- 
tober issue, was a distinct relief after 
the many statistical reviews by diag- 
nosticians of the independent whole- 
saler’s various ailments. While the 
educational value of mathematical 
analysis cannot be denied, mere fig- 
ures cannot reflect the most urgent 
need of both the independent whole- 
saler and his supplier which, in our 
humble opinion, is the mutual real- 
ization and acknowledgement of their 
total dependence upon one another. 

This independent manufacturer, in 
commenting upon the advantages of 
chain operation, states that the chain 
groups’ strength does not lie in finan- 
cial resources or buying power, but 
‘in their relations with their 
suppliers and their command of these 
suppliers’ merchandising acumen.” 
On this point we cannot entirely 
agree, believing as we do, that these 
two sales (“close relations” 
and the availability of the suppliers’ 
“merchandising acumen”) only re- 
sult from the chain supplier’s whole- 
some respect for the volume of 
business and distribution facilities in- 
volved. 


cle se 


assets 


It is quite true that “the independ- 
ent wholesaler fights his manufac- 
turer for additional discounts, favors 
and concessions,” but we doubt the 
statement that “the chain manager 
takes what his manufacturer offers 
and likes it.” We do not believe it 


etters 
to the 
Editor 





The suggestion of the in- 
dependent manufacturer 
which appeared in the 
October issue of THE 
JOBBER’S SALESMAN 
has aroused such interest 
that it 1s well toexplain 
this suggestion, was made 
by F. J. Gottron, presi- 
dent of P. A. Geter Co., 
Cleveland, in a letter 
addressed to Howard 
Ehrlich. 











necessary to detail the incidents and 
reasons for our difference in opinion. 
Suffice it is to say, what “the chain 
manager takes and likes,” the inde- 
pendent wholesaler can only receive 
by bickering, fighting or whatever 
you choose to call it. 

For a long time, independent 
wholesalers and manufacturers have 
practiced policies sponsored by the 
thought that “‘self-preservation is the 
first law of nature.” This fact is 
responsible for “debunking” the idea 
that the chains concentrate on the 
elimination of the independent. Even 
if the chains desired this elimination 
(and they don’t), no aggression 
would be necessary, because, the lack 
of harmony between independent 
wholesalers and manufacturers would 
eventually bring about the elimina- 
tion referred to. 

The 14 suggestions of this inde- 
pendent manufacturer reflect an 
attitude, the promotion of which 
would contain the possibilities of the 
problem’s solution. Immediate suc- 
cess is necessarily delayed because 
these suggestions can only be brought 
to the attention of a majority of in- 
dependent wholesalers through a 
medium such as “THE JOBBER’S 
SALESMAN.” It is natural to assume 


that, in the absence of collective dis- 
cussion, consideration of the sugges- 
tions by wholesalers, as individuals, 
can only result in a variance of ideas 
and continue the manufacturers’ con- 
fusion in so far as the cultivation of 
“closer relations” with independent 
wholesalers is concerned. 


4 


While we are not statistically in- 
clined, we do not hesitate to venture 
the guess that, less than 20% of all 
independent wholesalers enjoy the 
educational benefits derived from 
membership in some trade associa- 
tion. Independent manufacturers 
have tried to establish constructive 
policies and programs through dis- 
cussions with this organized minor- 
ity. It is unfortunate that these pro- 
grams have been doomed to failure 
because of the unintentional antag- 
onism of the unorganized majority. 
We here in New York, as a result of 
this newly formed Eastern Electrical 
Wholesalers’ Association, have real- 
ized that, in the absence of united 
and cooperative effort, independent 
wholesalers have not only been ob- 
stacles to the constructive efforts of 
independent manufacturers, but their 
own worst competitors as well. 

The success and steady progress 
of this association prompts us to of- 
fer the following 12 suggestions: 

1. Independent wholesalers in all 
congested areas should organize in- 
dependent trade associations. 

2. The discrimination, which for 
one reason or another, has existed in 
the past, should be eliminated. 

3. Every concern, recognized by 
an agreed upon number of standard 
manufacturers, should be eligible for 
‘charter membership. 

4. After organizing, definite re- 
quirements should be established for 
a newly organized concern to be 
eligible for membership. 

5. All attempts to control compe- 
tition among members should be 
avoided. 

6. Activities should be confined to 
the promotion of constructive co-op- 
eration between independent manu- 
facturers and members. 

7. Frequent discussions should be 
held with manufacturers or accept- 
able representatives, each discussion 
to be restricted to a particular com- 
modity. 

8. Organize with the intention of 
extending, to independent manufac- 
turers, the same type of cooperation 
which you solicit. 
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SUPPLY CORPORATION 


Pick out the hard ones 
and try 


STEELTUBES 


WEN you find it hard to interest the 


contractor in other merchandise ... it’s 


time to talk STEELTUBES. 


Steeltubes Electrical Metallic Conduit has the 
advantage of newness... and there are many 
other points about it that will win and hold atten- 
tion. Any live contractor will be interested in its 
lightness . . . strength . . . easy handling . . . no 
threading . . . and its many other valuable features. 


After you’ve sold the first order, it’s easier to sell 
the next ... and you've opened the door to sales 
of other merchandise. 


Talk STEELTUBES to the man you haven’t 
been able to sell—you'll find it pays. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A Unit of Republic Steel Corp.) 


[ *STEELTUBES Electrical Metallic Tubing is 
OCF threadless, strong, light and easy to handle. Costs Cc 


less to buy. Saves time and money on the job. 


STEELTUBES [E, M.T.]% has the same ‘Sa\ (£3 f—% 
inside diameter as heavy conduit. Made in , 

three sizes [%”, 4%” and 1”} with diameters \ 

and wall thickness shown above. One coup- 


ling furnished with each ten-foot length. 
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HOROTECTRIC 
TIME ine SWITCH 








Designed, Engineered, Manufactured 
and Tested in the U.S.A. 
Licensed under the Dorsey Patents 


Many 
IMPROVED 


Features 
. . at no increased cost 


90% of all Time Switch demands 
are met by ONE Horolectric Time 
Switch. 


Electrically or hand wound, 60 am- 
pere, 250 volt. The electrically wound 
time motor is not affected by line 
fluctuations or interruptions—3 days’ 
reserve. 

Your customers will be delighted at 
the greater value. The new Cad- 
mium Coated Switch Box, made to 
last a lifetime, will prove a wonder- 
ful sales magnet. 

Specialize on the Horolectric with 
less than 14 the usual investment. 
Profits greater, customers’ satisfaction 
assured. 


Place your orders NOW if you wish 





early delivery. 
. 


Unconditionally Guaranteed 
for TWO Years 





» 


Sold ONLY Through 
Recognized Jobbers 





od 


HOROLECTRICAL 
CORPORATION 
116 West 14th Street 


New York City 








9. When a sufficient number of 
independent associations are formed, 
merge into a national organization 
with each association becoming a di- 
vision, but continuing to maintain its 
independent operation. 

10. Hold two national conventions 
a year, open to members and with 
each division obligated to have in 
attendance a representative number 
of delegates. 


11. Do not establish any by-laws, 
rules or regulations in which you 
lack confidence. 


12. Join your association with the 
intention of giving your unqualified 
support by conducting your business 
in the same manner as you would 
have others conduct theirs. 


No one will doubt that New York 
should be the most difficult area to 
organize, and conduct, an association 
| along the lines of the enumerated 
suggestions. It has already been in 
operation eight months. In place of 
a small organized minority, we have 
an Organization with a membership 
of 61 concerns, representing in the 
neighborhood .of 90% of the total 
invested capital of all independent 
wholesalers located in the metropoli- 
tan district. 


On a national basis, an organiza- 
tion uniting independent wholesalers 
would be productive of a clearing 
house for manufacturers’ sugges- 
tions, resulting in mutual benefits be- 
yond the fondest hopes of both the 
independent wholesaler and his sup- 
plier. 

Eastern Electrical Wholesale As- 

sociation, Inc., 

J. A. Hawks, Managing Director. 


* * »* 
Anything to Oblige 


To THE EDITOR: 

Your check for 
$25 received as 
prize for selling 
Sylvania products 
July sales in THE 
JopBer’s SALEs- 
MAN contest just 
closed. 

You have re- 
quested a photo- 
graph for publi- 
cation. This is 

something that I never indulge in due 
to the fact that there are perhaps 
many police departments in the vari- 
ous towns throughout my territory 
looking for me. 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Meet the groom. Demand in space 
for industry problems, has kept the an- 
nouncement of the marriage of Charles 
H. Weicensang, sales manager of the 
Highland Electrical Supply Co., Chi- 
cago, slightly in the background, but 
Charlie did do it on August 20, the bride 
being Miss Bernie Stone, daughter of 
Mrs. Moses Stone, Chicago. 





I would suggest you have your art 
editor sketch a small drawing of the 
average old time drummer with a 
derby hat, large ears, Chinese poppy 
in the coat lapel, over-sized watch- 
chain and large cigar. 

The sales methods used on this 
campaign were not of a constructive 
nature but employed all of the old 
time ruses used by salesmen for 
years. 

Realizing the tremendous amount 
of clerical work and effort your mag- 
azine has had on this campaign I 
thank you most sincerely for your 
cooperation and remain, very truly 
yours, 

Frank G. McLoucHtin, 


Miller Electric Co., Inc., 
Utica, N. Y. 


* * X* 


George Kehoe Recovers 
From Illness 

George Kehoe, manager of the 
Niagara Falls office of the Falls 
Equipment Co., is fast on the road 
to complete recovery from a very 
serious appendix operation. His 
friends in the industry are anxious 
to have him with them again. 
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Because 





your own effort. 





SILEX SPECIAL DRIP 

COFFEE MAKER. JUST 

POUR BOILING WATER 
ON THE COFFEE 








Some territories are still open. 
would be interested in hearing the story these distributors are enthusiastic about. 

Just added to the line. The new special drip coffee maker—in three sizes, 4, 6, and 8 cup listing for $4.50, 
$5.00, and $6.00. A. real sales number, and one that can be sold to house-furnishing stores, department 
stores, hardware stores, etc. 


See Our Exhibit In The Fifteenth National Hotel Exposition, Grand 
Central Palace, New York, November 10-14, 1930. 


No. 3 


of a series. 
of letters 
from our 
Distributors. 


“We're Very 


Enthusiastic About SILEX” 


Yes that’s true, Mr. Zimmerman, but we believe Silex interests you, too. Because—it’s the fastest growing 
coffee making apparatus in the country today. 

you've got a,double barreled proposition with it—a commercial unit to sell to restaurants, soda 
fountains, lunch rooms, etc., as well as the domestic models to sell through regular channels. 

And because of the cooperative effort which The Silex Company puts back of the product along with 


Below is a list of franchised distributors to date. Drop us a line if you 


CALIFORNIA—Los Angeles, Graybar Elec. Co., 309 E. Bighth St. COLORADO—Denver, Harry 
H. Post Co. CONNECTICUT—New Haven, C. S. Mersick Co., 278 State St.; Hartford, C. S. 


Mers 


ick Co., 230 Ann St. ILLINOIS—Chicago, Revere Elec. Co., 757 Jackson Blvd. MAINE— 


Bangor, Wetmore Savage Elec. Sup. Co. MASSACHUSETTS—Boston, Voye Electric Supply 


Co. ; 


Springfield, Wetmore Savage Elec. Supply Co.; Worcester, Wetmore Savage Elec. Supply Co.; 


MICHIGAN—Detroit, Westinghouse Elec. Supply Co., 138 Congress St. MINNESOTA—Minneap- 


olis, 
Hall 
West 


Janney-Semple Hill Co.; St. Paul, Farwell Ozmun Kirk Co. MISSOURI—St. Louis, Brown & 
Supply Co., 1504 Pine St. NEW JERSEY—Newark Westinghouse Elec. Supply Co.; Trenton, 
inghouse Elec. Supply Co. NEW YORK—Albany, Albany Hardware & Iron Co.; Elec. Supply 


& Equipment Co.; Buffalo, Robertson-Cataract Elec. Co.; Rochester, Robertson-Cataract Elec. Co. 
Schenectady, Clark Witbeck Co.; Syracuse, Syracuse Supply Co; New York City, E. B. Latham 


& Co 


. 250 Fourth Ave. NORTH CAROLINA—Greensboro, National Elec. Sales Co. OHIO—Toledo, 


Westinghouse Elec. Supply Co. OREGON—Portland, Blumauer Frank Drug Co.; North Coast Elec 


Co. 
Supp 


PENNSYLVANIA—Philadelphia, Smith Kline & French, 105 E. Fifth St.; Westinghouse Elec 
ly Co.; Pittsburgh, Shipley Massingham Co., 949 Penn Ave. RHODE ISLAND—Providence 


Wetmore Savage Elec. Supply Co. VERMONT—Burlington, Wetmore Savage Elec. Supply Co 
TEXAS—Houston, Dallas, Fort Worth, Amarilla, Waco, Southwestern Drug. Corporation. WASH- 
INGTON—Seattle, Green-Winkler Hotel Supply Co.; North Coast Electric Co.; Tacoma, North 
Coast Elec. Co. WASHINGTON, D. C.—National Elec. Sales Co. 

LATE ADDITIONS—California—San Francisco, Eng. Skell Co. ILLINOIiS—Chicago, Stewart & 


Ashb 
Elec. 
Co. ; 


y Co.; INDIANA—Indianapolis, Peerless Elec. Supply Co. OHIO—Cleveland, Westinghouse 
Supply Co.; Cincinnati, Graybar Elec. Co.; H, Lauber _Co.; Dayton, Ball Store & Fixture 
Wm. Hall Elec. Div. of M. D. Larkin Co.; Lima—Wm. Hall Elec. Div. of M. D. Larkin Co.; 


Springfield, Wm. Hall Elec. Div. of M. D. Larkin Co. MINNESOTA—St. Paul, Westinghouse Elec. 
Supply Co. MARYLAND—Baltimore, Westinghouse Elec. Supply Co. MICHIGAN—Flint, Westing- 
house Elec. Supply Co.; Grand Rapids, Ackerman Elec. Supply Co. NORTH DAKOTA—Fargo, 


West 


inghouse Elec. Supply Co. WASHINGTON, D. C.—Thos. F. Burch Co., Inc. MISSOURI— 


Kansas City, Glasco Elec. Co.; St. Louis, Meyer Bros. Drug Co. aARKANSAS—Little Rock, Meyer 


Bros. 


HAVE YOUR SALESMEN ENTERED THE FREE SILEX DEAL? 


Drug Co. LOUISIANA—New Orleans, Meyer Bros. Drug Co. 


SILEX 


TRADE MARK REG. U. S. PAT. OFFICE 


THE SILEX COMPANY, HARTFORD, CONN. 
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MURRAY 


Saaeee. | Y SAS Oe OR 5 B One 


SKY HIGH QUALITY 


Apartment, 141 E. 19th St., Brooklyn, N. Y. 
Electrical Work Done By 
H. SNYDER 
1461 E. 19th St., Brooklyn. 


MURRAY METER EQUIPMENT 
CAT. NO. 435 USED FOR 
GANG INSTALLATION 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


PITTSBURGH ST. LOUIS DETROIT 
PHILADELPHIA CHICAGO BOSTON 
ATLANTA DALLAS SYRACUSE 
SEATTLE KANSAS CITY MINNEAPOLIS 
DENVER SAN FRANCISCO PORTLAND, ORE. 





| tial orders. 











We Are Merchandise 
Specialists 
(Continued from Page 11) 


and often will admit that it is more 
economical in the long run to buy 
from the jobber. 


Department store business brings 
many advantages to the jobber. 
There is little credit risk in selling 
department stores compared to the 
credit problems involved in selling 
small independent electrical dealers. 
Department stores do not change 
sources of supply readily and the 
jobber who gets this business is as- 
sured of more permanent contact 
than exists with most dealers. 


The jobber who has department 


| store business, can anticipate sales 
| more accurately, and thus maintain 
| adequate stocks with less speculative 


factors involved. Orders from de- 
partment stores will also be substan- 
It is not expensive to 
handle department store business. 


In selling department stores, job- 


| ° 
| bers should remember that this buyer 


is of an entirely different class than 
the electrical retailer. He is usually 
a more experienced merchandising 
manager and a cold and indifferent 
prospect until definitely committed to 
a new source of supply. This makes 
it necessafy to have a different type 
of sales approach when soliciting this 
market. Jobbers’ salesmen who have 
been selling electrical dealers are 
forced to brush up on their presen- 
tation and approach, and to bring the 
department store buyer a crisp, clean 
cut sales presentation, followed up 
by persistent calling until the initial 
barriers have been broken down. 


Salesmen must be willing to wait 
as long as three hours in extreme 
cases, to see these buyers, although 
the interview, when granted, may not 
be longer than one minute. The im- 
pressions that are made in that short 
time have to be sufficiently strong to 
command further consideration. 
‘There are so many provocations to 
handling department store business 
that it requires an unusually strong 
and forceful salesman who is willing 
to sacrifice a lot of lost time until he 
gets on a par with the buyer. 


After becoming established with the 
buyer, the salesman will find that he 
is called upon for merchandising 
ideas and is expected to give them. 


| This calls for versatility on the part 
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No. 701—Single Pole 
No. 703—Three Way 


NEW Tumbler Flush Switch— with the famous, 
compact Trigger Switch mechanism used for 
years on motor-driven appliances. Leaves 
large space for wiring in the shallowest switch 
box. Roller-action mechanism with wiping 
contact gives smoothly silent operation with 
the ‘feel’ of Quality. The one quiet switch, 
competitively-priced. . . Easily takes care 
of the current-surge in gas-filled (Type C) 
lamps. Heavy roller dissipates heat; rolling 
action against contact clip wipes it clean 
and prevents pitting. 
A NEW value for your customers in low-cost install- 
ation, owner-satisfaction, modernized lighting 


control. Rating: 10 Amps., 125 Volts; 5 Amps., 250 
Volts. . . Put this forward as a timely Economy. 





| HART & HEGEMAN DIVISION ' 


THE ARROW-HART & HEGEMAN ELECTRIC CO. : 
| HARTFORD. CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 ‘' 


ct mt 
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You Be The Judge 


E’LL gladly send a sample of Fretz- 

Moon Conduit for your examina- 
tion. Feel how smooth is the raceway. 
Notice the uniformity of the weld. Ad- 
mire the even exterior finish. Run the 
coupling up on the threads—threads so 
smooth and uniform that the coupling 
seems to spin into place. All these fea- 
tures are evidence of good workmanship, 
high quality materials—truly a fine prod- 
uct. Fretz-Moon Conduit saves time and 
money on every job. 


FRETZ-MOON TUBE COMPANY, Inc., Butler, Pa. 


RIGID 


CONDUIT 








of the jobber’s salesman. He will 


| have to look around for methods of 


displaying or advertising merchan- 


_dise. It will be to his advantage to 
| provide the buyer with all the mer- 
| chandising plans offered by manu- 


facturers and also any other plans 
which can be suggested. It is this 
phase of salesmanship which offers 
the jobber’s salesman the best oppor- 
tunity to improve his own position. 

For instance, I make it a point to 
talk to all the clerks who are han- 
dling appliances which we sell, and 
to gain their confidence. Afterwards, 
if I can pass on to them some of the 
enthusiasm which I hold for our 


| lines, in a way which will give them 


a natural enthusiasm to stimulate 
their sales talks, they will appreciate 
the cooperation and we will get more 
business. Most department store 
clerks are glad to get the sales points 
and information which a _ jobber’s 


| salesman can give them, and the 
| store buyer will appreciate any co- 
| operation which is shown. 


In selling hardware stores, the job- 


| ber has a different problem. Credit 


must be watched more carefully. 
Salesmen should be careful not to 


| overload dealers, and dealers have to 


be followed up more frequently after 
business relations have been estab- 
lished. Hardware stores do not push 
special lines as readily as department 


| stores. They respond better to peri- 
| odic campaigns, sales letters, and will 
| use window displays at intervals. 


I think there will be a tendency on 
the part of drug stores, jewelry and 
other retail stores toward merchan- 
dising electrical appliances. As a re- 
sult, jobbers must look toward them 
as a potential market. At present 
they do not sell quality priced ap- 
pliances, but there are many indica- 
tions that they might handle quality 
lines in the future. 

Our general plan for promoting 
the sale of appliances to all dealers 
has been through the use of cam- 
paigns and sales contests assisted by 
direct mail advertising. We use sales 
contests two months before the 
Christmas holidays each year, and 
also whenever we take on a new line 
of appliances, or when a new prod- 
uct is brought out in an old line. 

Our campaign to dealers consists 
of intensive solicitation of the entire 


| field, backed up by arranging a spe- 


cial display in dealers’ windows, on 
counters, or assisting dealers in local 


(Turn to Page 105) 
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/ “ohe two 
G-E Switches 


A better principle 
A better mechanism 
A better switch* 











CCURATE time from the electric circuit, and 
operation that is entirely automatic, that’s Te Pe ane. Tine Sehet 
the refinement of service which the owner gets 
with G-E time switches. These switches are unique 
because, being motor operated, both their accuracy 
and reliability of operation are assured by the 
electric. supply. With no winding necessary, they 
require practically no attention at all. 


Available through G-E distributors. A postal card 
or letter to your G-E distributor or the nearest 
G-E office will bring full information. 


Y 


switch for turning 
circuits on” and 


off automatically 





The success of the motor-operated timing element, 
as embodied in these superior switches, has 
also been demonstrated by the Telechron electric 
clock, a product of the Warren Telechron Com- 
pany. This popular springless electric clock is 
likewise accurately regulated from the power 
station. 


Type T-9 20-amp. Time Switch 














621-5 
JOIN US IN THE GENERAL ELECTRIC PROGRAM, BROADCAST EVERY SATURDAY EVENING ON A NATION-WIDE N.B.C. NETWORK 


GENERAL ELECTRIC 


SALES A ENGINEERING_ SERVICE PRINCIPAL: . CITIES 
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Forty years of experience in applying motors to a multitude 


of household and industrial servants like those illustrated 

rN below, has given Wagner motors and fans a degree of 
(of of 4 0) <=] a eK 2 public acceptance — acceptance by the trade and the 
consumer which the jobber and his salesman cannot afford 

to overlook. » » » Sales resistance on Wagner products 


Co) MATE Cs LOX AM oe Suet resistance on Wasner Prot 


and their salesman find it profitable and at the same 


> >. wh Te ' , time pleasurable to sell Wagner products. » » » Wagner 


service covers the entire country, enabling Wagner sales- 


engineers to get in quick contact with jobbers and their 


Furnace Fans 





Refrigerant 
Compressors 
Coffee Grinders and 
Meat Choppers 


Bench Lathes 


salesmen whenever information on motors and fans is 

requested. For quick service, write, telegraph or phone 

the nearest Wagner branch office listed below. » » » 
Atlanta, Ga. Houston, Texas Philadelphia, Pa. 
Baltimore, Md. Indianapolis, Ind. Pittsburgh, Pa. 
Boston, Mass. Kansas City, Mo. Portland, Ore. 
Buffalo, N. Y. Los Angeles, Calif. Salt Lake, Utah 
Chicago, Ill. Memphis, Tenn. San Francisco, Cal. 
Cincinnati, Ohio Milwaukee, Wis. Seattle, Wash. MOTORS TRANSFORMERS FANS 
Cleveland, Ohio Minneapolis, Minn. St. Louis, Mo. SINGLE-PHASE DISTRIBUTION DESK WALL 
Dallas, Texas Montreal, Canada Springfield, Mass. 


Denver, Colo. New York, N. Y. Toledo, Ohio 
Detroit, Mich. Omaha, Nebr. Toronto, Canada DIRECT CURRENT INSTRUMENT VENTILATING 
S131-1XA 


6400 Plymouth Avenue, Saint Louis, U.S.A. 


POLY PHASE POWER CEILING 
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cAt the 


NH WII I | A M PENN in nn 


HOTEL 





(JN the following 
pages 15s presented an 
exhibit of electrical 
products arranged for 
the semi-annual con- 
vention of the National 
Electrical Wholesalers 
Association at the 
William Penn Hotel, 
Pittsburgh 


4th 
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ECONOMY and CLEARSITE FUSES have emerged 
from years of pioneering leadership in fuse design. 
Economy Fuses — the renewable fuses — are a dis- 
tinct step toward greater convenience and economy 
in industrial fuses. Clearsite Fuses offer innate quality 
and a clearer window at no extra cost. Underwriters’ 
Laboratories list them as standard; the electrical in- 
dustry adopted them long ago. 


Economy Fuse and Manufacturing Co. holds today to 
its faith in the electrical wholesaler — faith that he 
can do a well-rounded selling job. Jobbers and their 
salesmen are realizing more and more the benefits of 


their continuous sales and merchandising effort on 


this nationally known line. 


A OS2 
SdWV O02 
AWONODS 
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— 


CLEARSITE—a distinctly bet- 
ter fuse in design, materials, 
workmanship cal assembly— 
has a clearer window. 





CLEARS ITE 


WITH THE Famous- 
US DROP - 
are. SOUT UNK 


a —————— Just as your customers want 

xs EARSITE them—in the convenient car- 

ear OE FUSES tons of 5 fuses — promoting 
S75 “74'S AMP larger unit consumer sales. 








the true test of a product 





The true test of a product arises when buyers struggle 
for better values. Today more Economy and Clearsite 
Fuses are sold than several other trade brands combined. 
Repeat sales are mute evidence of a wider and wider 
acceptance and a growing jobber volume. They cost no 
more.and they adequately protect apparatus and circuits 
when conditions require operation. 


From these facts it is evident that jobbers and their sales- 
men who remain loyal to Economy Fuses profit best. 


ECONOMY FUSE & MANUFACTURING CO. 
CHICAGO, ILLINOIS » > > » » *T» » = » » USA. 


fuses 
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_ Jeaching Your 





RE RN > NR Ie 


“Housewives Commend Us for insisting on additional out- 
lets’’, said Mr. Donald MacGregor, President of MacGregor 
Electric Service Company of South Bend, Indiana. In the 
Cutler-Hammer series, Mr. MacGregor urged contractors not 
to overlook residential lighting as a potential field for more 
wiring. Complete wiring in every type of installation is the 
theme of all Cutler-Hammer advertising in its efforts to build 
business for your customer—and for you. 


qe —_—_ 


EFORE your customer can buy more 
from you he must learn how to sell 
more. Cutler-Hammer advertising does that 
—shows the contractor how to use his 
specialized knowledge of wiring to make 
each job amount to more. Cutler-Hammer 
advertising shows the contractor how 
complete wiring with high quality wiring 
devices is possible on every job. 
Stories of the experiences of prominent 
electrical contractors— men whose success 
has made them leaders in the field —have 








So that 


been appearing for many months in Cutler- 
Hammer advertising. These well-known 
contractors tell how they build business 
through aggressive salesmanship. They 
think in terms of electrical needs of the 
home owner and builder—and get more 
business. They bring new facts and figures 
to the builder —instead of waiting for him 











“Customers Come Back For Advice on complete wiring”’, 
Mr. A. S. Adams, president of Blackall & Baldwin Company, 
New York, stated in an interview published recently in the 
Cutler-Hammer series of advertisements to the contractor. 

“Our experience has been that customers do not realize all 
their own needs so far as wiring plans are concerned”, said 
Mr. Adams—telling how his company builds its volume of 
sales to the client by giving extra service. Blackall & Baldwin 
Company insist on wiring devices of the best quality for every 
installation. 
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Ciustomer to s¢//.. 
You can sell him mor 


to ask for advice. So, by example, your cus- 
tomers are shown how they can increase 
their own business and se// more wiring. 
Cutler-Hammer high quality wiring 
devices are the choice of most of these con- 
tractors. The contractor finds in this com- 
plete line a device for every wiring need. 
No delay, no shopping around is necessary. 
Everything is done to make your sale to 
the contractor easy—-and so satisfactory 
that he will want to order again and again. 
Why not learn more of the Cutler- 
Hammer Line? Here is advertising that 
builds sales for you—quality that insures 
repeat orders—all in a complete line of 
wiring devices known to your contractor. 
Read what these prominent contractors 
are saying in Cutler-Hammer advertising. 
Then you will understand why salesmen 
who sell Cutler-Hammer Devices are mak- 
ing capital of the trend to complete wiring 
—insured by Cutler-Hammer quality. 


Write today for full details. 
CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 

















“i a 


“More Salesmanship And Less Talk About Competition is 
what is needed today in electrical contracting’’, suggested Mr. 
George F. Schuck, president of the Schuck Electric Co., Phil- 
adelphia, Pa. In this interview published in the Cutler-Hammer 
series, Mr. Schuck gave concrete examples of how his company 
had increased its business on various jobs as much as 300% 
by giving the customer a carefully planned, complete instal- 
lation. Business-getting like this builds volume in wiring 
device sales. Mr. Schuck insists on quality devices on every 
job—devices such as are found in the complete Cutler-Hammer 


AMMER 


NECESSITIES 











a 


(A-298) 
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oving Mountains’ 
of Merchandise 


AITH does ‘‘move mountains”... mountains of mer- 
chandise. The faith that does this is the faith your 
prospects have in you, in your line. And that faith is built 
up on a combination of your personality and the value 
of the line you handle. 


Don’t let your line hamper your personal ability.‘“Tie to” 
one which is well advertised, well and favorably known to 
your prospects, a line with definite, important advantages. 


Cutler-Hammer offers such a line of Safety Switches; a 
line complete, with a safety switch for every demand you 
encounter; a line with actual obvious superiorities over 
any other line; a line consistently advertised in the trade 
magazines read by every contractor and industrial pros- 
pect of yours; a line designed and manufactured by a 
company with a sound reputation for the highest type of 
electrical achievement. It shortens the time required to 
make a sale, enables you to see more prospects, brings a 
greater percentage of sales per call . . . by increasing the 
buyer’s faith in you. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electric Control Apparatus 
1308 St. Paul Avenue 
MILWAUKEE - WISCONSIN 


HAMMER 


High Quality Safety Sw iditches for Every Service 

















November, 1930 


THE JOBBER’SfJ)SALESMAN 


55 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESAL 





Advantages of C-H Standard 
Duty “Type C” Switch 
(Bulletin 4131H14) 


Quick make and quick break 
prevents burning of contacts, 
gives far longer life. Molded 
crack-proof base. Rugged, care- 
ful construction. Small case yet 
easy to wire. Removable handle 
to prevent tampering. Twenty- 
one sizes, from 30 to 400 amps., 
250 volts, and 30 to 200 amps., 
575 volts. 


bE bees 

















Advantages of C-H General 
Duty Entrance Switch 
(Bulletin 4141H1) 


“Type C” design and construc- 

tion. Smaller in size, ample 
wiring space. Smaller switch 
bases. Plug fuse or cartridge 
fuse type. Twenty-four sizes, 
from 30 to 100 amperes, 125 
and 250 volts. Solid neutral, 
2 or 3 wire. Low price. 






Advantages of C-H Universal Meter Service Switches 
(Bulletin 4311H1) 


A standardized device offering economical provision 
for branch circuits. Compact switchblock combines en- 
closed sealed main fuse and exposed accessible branch 
fuses in one unit. One or two blade types for two or three 
wire installations. Circuit dead fuse type. Connections 


conveniently located. 
(A-42 


ER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





>) 





56 THE JOBBER’SfA]SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








The Ravenswood model with or without alarm 
is ideal for the boudoir. Case is walnut bake- 
lite, 7 in. by 4 in.; convex crystal, silver finished 
dial 31% in. in diameter. Priced at $9.75. With 
alarm $12.50. 





The Kitchen clocks are available in white, 
green, blue, yellow or brown. Case is metal, 
81% in. wide. Dial is white and sealed with 
convex crystal. Retails at $9.75. 





anrTeil 


The entire line comprises eighteen different 
models in a price range of $9.75 to $110.00. 
Among these are several tambours and several 
upright designs for the mantel. Beautiful chim- 
ing models(Chalmette shown) of solid mahogany 
are included. These have full Westminster 
chimes—four notes on the quarter hour, eight 
on the half hour, and sixteen on the hour fol- 
lowed by a melodious hour strike. 
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for the desk — 


The Gregory is Hammond's new electric cal- 
endar model. Shows the day and date which 
change automatically at midnight. Case is 
612 in. high of modern design in black bakelite. 
Packed in beautiful gift box. Retails at $12.50 


Every Home can use Four 


HE Hammond message to dealers in this month's advertising is 

‘Every Home Can Use Four.’* You, as the Jobber’s Salesman, 
should bear this message in mind when calling on your trade. Present 
users of Hammond clocks are demanding the same time-accuracy in 
other rooms in their homes; and the Hammond line takes care of their 
wants from the kitchen clock to the beautiful chiming model. A huge 
national advertising campaign will win new electric clock users and will 
also carry the Christmas Gift idea. 


Are you on Hammond's house-organ mailing list? If not, send 
You will want to know what is going on 
in the electric clock business. The Hammond Clock Company, 


2915 N. Western Avenue, Chicago, Illinois. 


us your name and address. 




























R. C. Close of the General 
Electric Supply Corp., 


“ S e Chicago, Ill. 
y ‘ 










The 


: big dividends to distributors 
who spacialize in better lighting - 


No longer are contractors and jobbers wondering whether or not these new 
Ivanhoe Lighting Equipment installations are profitable. . . . Opportuni- 
ties galore on every hand, race tracks, miniature golf courses, residential, 
commercial and industrial applications. The fixed Ivanhoe policy of sell- 
ing exclusively through the jobber fully protects you. 


SHOWING THE BOYS HOW TO SELL 


HE above photograph illustrates an- uct is designed helps the jobber, his sales- 
other factory help. . . . Here you men to do a better all ’round selling job 
see W. S. Hicks, the manufacturer’s and cash in. The completeness and quality 
salesman explaining the superior features of the Ivanhoe line, its adaptability, flexi- 
of an Ivanhoe product at a sales meeting. bility, versatility, and salability commends 
This thorough explanation of construction it to you above all others. 
details and the market for which the prod- 





Here's Help on a big job 


B. J. Kacin, a jobber’s salesman as pictured above, is get- 
ting an ear full of money making tips from W. S. Hicks, 
Ivanhoe factory man . . . Kacin went right out following 
this coaching, and took the order for $5,000 worth of 
Ivanhoe equipment for a large industrial plant. 


Illustration shows partial stock of Ivanhoe 
metal reflectors carried by the G. E. Supply 
Corp. at Chicago. Two solid aisles of Ivanhoe 
metal reflectors are carried on the fourth floor 
of the warehouse. Substantial stocks aid in giv- 
ing adequate service to contractors. 


Here is R. C. Close of the Gen- 
eral Electric Supply Corp., Chi- 
cago, taking advantage of the fac- 
tory cooperation extended by the 
manufacturer’s salesman. They are 
discussing an inquiry from a local 
factory. 


Here is the home of the Gen- 
eral Electric Supply Corporation 
at 350 N. Ogden Ave., Chicago. 
This concern is grateful for the 
sales cooperation extended by 
Ivanhoe. 
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sy to learn 
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And there is always an IVANHOE 
LIGHTING SPECIALIST ready to 
help you lay out the job. 





Here is B.., I. 
Ivanhoe fa 


START 


@ Specialize 


IVAN 


W. S. Hicks, Ivanhoe factory representative, and R. C. Cl 
of the G. E. Supply Corp., Chicago, giving the city desk 
man some selling tips so that he will fully understand” 
superior features of Ivanhoe Lighting equipment. 


IVANHOE 
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oe aa WHOLESALERS CONVENTION 


GARLAND’ S_ 


MAIN OFFICE IN THE GRANT BUILDING | 





























A Cordial Invitation 


is extended to all attending the 


National Electric Wholesale 
Convention 






to visit the main offices of the ? | | | 

GARLAND MANUFACTURING Be ek ey 
COMPANY HI - MEE ae 

Just walk along GRANT STREET to the 

GRANT BUILDING—take an express eleva- 


tor to the 30th floor—entrance 3003. You 
will get a real view of Pittsburgh from the clouds. 


Incidentally, GARLAND CONDUITS 


(Galvaduct and Loricated) protect the entire 
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wiring system in the Grant Building. 


A 


“SBuRse: 





GARLAND MFG. COMPANY 
Pittsburgh, Penna. 
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ecamwork 
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The WK-16 Motor Starter con- 
trols motors up to 10 hp., is 
tinker-proof, contains no ther- 
mal elements or fuses, and can- 
not be held closed against ab- 
normal overloads. 












Outstanding safety and convenience fea- 

The RLM Reflector is one of a com- tures of Nofuz Panelboards will interest 

plete line of Westinghouse fixtures your prospects. This panelboard replaces 
for industrial lighting. branch circuit fuses and switches. 
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that counts 





OMPARE selling to a football game. 
You are carrying the ball. No 
matter how hard you hit the line, 





or how fast you run the ends, you 
can’t score without the right kind of support 


from your team mates. 
Team work is just as vital to successful selling. 


When selling Westinghouse products, you find 
teamwork and support backing you in every 
negotiation. Westinghouse national advertis- 
ing—trade paper advertising—direct mail cam- 
paigns——sales helps-—these are big factors in 


clearing the way for touchdowns in sales. 


Representatives in our sales offices will gladly 


outline to you our facilities to help you sell. 





WK-97 Safety Switches for 575-volt service are equipped with *‘De-ion" 
are quenchers, diamond pointed jaws and extended blades which 


prevent beading and burning of the contact areas. 


Tune in the Westinghouse Salute over the N. B. C. Nation-wide Net 





Westinghouse Type CS general purpose Squirrel Cage 


Induction Motor. 











Combination Linestarter and Disconnecting Switch 
for Squirrel Cage Motors, requires a2 minimum 


amount of space and is inexpensive to install. 








work every Tuesday evening 











Westinghouse 
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ACCLAING 


ILI IF E-Li 


‘TONE 


OF ARCTURUS BLUE TUBES 


Jn two months ago we emphasized a distinctive Arcturus 


feature — Life-like Tone. Radio dealers everywhere 
were interested. They were convinced that Life-like Tone 
would create a new demand for Arcturus Tubes. 

Newspaper advertising on Life-like Tone first appeared 
on September 4th. Public response was immediate. The 
telegrams on this page show what the radio trade thinks 
of Arcturus Life-like Tone. The quick 7-second action of 
Arcturus Tubes and their Life-like tone are bringing 
better business and increased profits to radio dealers 


from coast to coast. 
You, too, can benefit by this Arcturus feature. Ask 
This unusual advertisement appeared in full-page your jobber for all the facts about Arcturus Blue Tubes. 
size in the Saturday Evening Post, November 1st. 


Your customers will see it again in Collier's 


Weekly, November 15th. ARCTURUS RADIO TUBE GO., Newark, iN J. 


ARCTURUS 


TUBE “U Li Lie LIFE-LIKE TONE 
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UR aim—"'Better Wiring Materials''"—has a distinct 
influence on the character of our products. 


For 42 years every move affecting the design, the fabrica- 








tion, the lasting stamina and the distribution of our products 





has been guided by our esteem for the continuous approval 




















of leading jobbers, architects, engineers, contractors and | 


inspectors. 








The results of this policy will interest the jobber, his salesman 





and the contractor. First, A.C.L. Co. wiring materials go into 
a job without fault and outlive the building. Second, this line 
has prestige and quality, backed by consistent advertising 























and creative work. 











Wiring materials of this character are sure to be profitable 





for you to handle. 








BETTER WIRING MATERIALS 


Xduct and Electroduct—Rigid Conduit 
Red Seal ABC ARMORED BUSHED CABLE—ticensee Pat. 1,687,013 
Red Seal Flexible Metallic Conduit 


Loomflex, Non-Metallic Flexible Conduit—Licensee Pat. 1,111,806 
—1,635,829 


Loomflex Cable, Non-Metallic Sheathed 
—Licensee Pat. 1,203,788—1,439,323—1,520,680 
Boxes and Fittings 


| NEESER SEINE PRD RIES IAN RAE 
American Circular Loom Company, Inc. 


233 Broadway New York, N. Y. 






































Manufacturers of 


‘Better Wiring Materials” 


TAAL OLE LNRM AIRE 
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SALESMEN!..... 
lo Get Your 


Developed By the World’s Leading Merchandiser of 
Automatic Toasters, These 2 Amazing Inventions 
Sell Like Hot Cakes 


Both New Devices Backed by Biggest Advertising 
and Merchandising Campaign Ever Attempted 


Now made in 1 and 2-slice sizes, 
Toastmaster opens up a bigger mar- 
ket for Toast masters than ever before. 


This New Edition of the famous | 
toaster that ***Pops’ Up The Toast”’ 
sells like Hot Cakes. 


“The TOASTM ASTER 


THE WORLD'S FASTEST SELLING AUTOMATIC TOASTER 
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2 Su 


Sales Quota 





Waffle-Master makes waffles 
automatically—every woman 
wants one—sells on sight. 


F you want to build your sales volume 
substantially... beat your sales quota, 
quickly, easily—read the following facts. 


Waters-Genter Company, world’s lead- 
ing merchandiser of automatic electric 
toasters, has just brought out two amaz- 
ing volume builders—a new and im- 
proved Toastmaster in 1 and 2-slice 
sizes, and a remarkable new waffle baker 
called the Waffle-Master. 


That’s important to you. 


You know what happened when the first 
Toastmaster was brought out. It became 
the world’s fastest selling automatic 
toaster overnight. You sold more than 
600,000 since it was introduced. 


And now the same opportunity is in 
your hands again. An even better oppor- 
tunity—for now many manufacturers 
are pulling in their horns on sales and 
advertising efforts. Yet, the time is now 
right for selling. As you know, retail 
stocks are lowest in years. This is espe- 
cially true on Toastmasters. 





And these 2 new Toastmaster products 
are all backed by the greatest advertis- 
ing and merchandising program ever as 
yet attempted by the Waters-Genter 
Company. 


Full-page advertisements in the Satur- 
day Evening Post, Good Housekeeping, 
New Yorker; big space in the American 


re-Kire Ways 





Weekly; and radio broadcasting twice a 
week over the 22 Columbia Stations will, 
it is expected, create consumer demand 
unparalleled in the history of electrical 
appliances. 


So now—if you want to see the volume 
of your sales shoot up at once—start 
selling these 2 products to your trade. 
Ask our office for complete details of 
these new Toastmaster ‘‘Best Sellers’ 
today. wr 





Waters-GENTER ComMPANY 
219 N. Second St., Minneapolis, Minn. 


A Diviston of the 








WAFFLE-M4STER 


THE WAFFLE IRON EVERY WOMAN WANTS 
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N.E.W.A. 


Surveying a year and preparing 
for another. How good 1931 
will be, you and we cannot say. 
You know that you will do your 
utmost to make it better than 
1930 . . . and we know that 
we are bound up in the same 
determination. Let’s work to- 
gether... \ supply- 
ing a whole-souled, healthy out- 
put of sturdy electric special 
ties, styled right, made right 
and priced right .. . you 
“carrying the message” straight 
to the places where such a fine 
line will be most appreciated 
and demanded. 





Have you our latest discount 
sheets and samples ? 


Beaver Manufacturing Co. 
625 North Third Street 
Newark, New Jersey 
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The 
Cements 
A Cleaner Designed For 
Auto Cleaning and Sanitizing 


—not merely HURRIEDLY ADAPTED! 


EVERAL years ago, certain high priced house-to-house vacuum 
cleaner manufacturers came out with equipment to convert their 
machines into sanitizers, moth-repellers, deodorizers and auto cleaners. 


In keeping with their policy to give the utmost to jobbers and dealers, 
Clements started immediately to design a vacuum cleaner which would 
give the SAME ADVANTAGES AND MORE—at a price which would 
enable the legitimate jobber-dealer channels to merchandise ''over-the- 
counter" against outside competition. 


Clements were not satisfied to merely "adapt'’ their regular cleaner to 
sanitizing. They were not content to resort to a small, inefficient "hand" 
type machine for auto cleaning. The full suction power of a standard 
size motor is as essential to auto as to floor cleaning. Efficient sanitiz- 
ing cannot merely be "grafted" on to the ordinary cleaner. So 
Clements developed a light, compact unit with a motor-driven-brush 
nozzle, which could easily be removed and with which a Carrier type 
grip could be used, interchangeably, with the regular long floor exten- 
sion handle. A marvelously efficient Sanitizer was designed to fit 
directly to the unit, which could be used while the machine was actually 
cleaning! 


Two years of laboratory work were necessary to perfect such equip- 
ment. Complete new designs were essential. To merely adapt would 
be ruinous—for people have learned to discern between "makeshifts"’ 
and the "real thing." 


Sanitizing, deodorizing, moth repelling and auto cleaning have been 
the salvation of certain house-to-house organizations selling at high 
prices. The same features plus popular motor-brush action—offered 
at CLEMENTS prices—will bring this business back where it belongs. 


See for yourself the improvements which Clements, alone, have de- 
veloped in the interest of jobber-dealer selling. Send for a sample 
and our plan of cooperation. 


CLEMENTS MFG. CO. 


625 FULTON STREET, CHICAGO, ILL. 
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DEFORESI 
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OtPOuest 
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Sell Tubes --not tube troubles! 


OU can sell good tubes with handsome 

profit, quick turnover, and sound invest- 

ment in future good will. Or you can sell 
tube troubles with loss of immediate profits, 
and, what is more important, an impaired 
good will. The choice rests entirely with you. 
So why not sell good tubes—and not tube 
troubles—to your dealers? You cannot afford 
to gamble with questionable tubes that come 
back, that cause loss of profits, that increase 
servicing cost, and that endanger your good 
will. And the same goes for your dealers. 


Fortunately, you can make sure of the quality 


of the tubes you handle. You can now be 
positive you are handling 1930 tubes and not 
tubes produced a year or more ago, and there- 
fore without the recent improvements and 
refinements which you, your dealers and the 
consumers have a right to expect and demand. 
For safety’s sake, handle DeForest Audions— 
the oldest tubes on the basis of history and 
prestige, the newest and latest on the basis of 
improvements and refinements. DeForest 
Audions, because of their 1930 features, will 
increase your sales of 1930 radio sets with 
which they are truly matched. 


DeForest Audions are standard equipment in Crosley and 
Brunswick radio sets. And other sets, irrespective of brand 
or year, can be noticeably improved when equipped with 
DeForest Audions. May we submit proof? 


Remember, there’s no substitute for twenty-five years’ experience 


| o2007 


nme RADIO TUBES 


Branch Offices located in: 
Boston, New York, Philadelphia, Atlanta, 
Pittsburgh, Chicago, Minneapolis, St. Louis, 
Kansas City, Denver, Los Angeles, Seattle, 
Detroit, Dallas, Cleveland 


DE FOREST RADIO CO. 
PASSAIC, NEW JERSEY 
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How to Modernize Plant Lighting with 





Benjamin Porcelain Enameled Steel Reflectors 





Modern Production Schedules 
Demand More Light 


The insistent urge upon industry to 
lower production cost, avoid errors and 
spoilage, and improve the conditions 
under which employes see and work, 
all tend to the use of more light and 
better lighting systems. 

To keep pace with the improvement 
in shop management which better 
lighting has brought to many indus- 
trial establishments, any plant whose 
lighting system is more than five years 
old is now in need of betterment. 


Sell the Idea of Measured 


Illumination 


Go after these relighting jobs. Show 
the factory and shop managers that the 
effects of their lighting system may 
be definitely measured. Show them 
how the foot-candle meter measures 
theamountof lightthatactually reaches 
the working surfaces and aids their 
workers to see accurately and quickly. 





The Foot-Candle Meter, the Modern Instrument 
for Measuring the Amount of Light on the Work 
Point out the other factors that influ- 
ence the efficiency of the lighting 
system. To measure these factors, the 
Benjamin Rating Scale for an Indus- 
trial Lighting System has been devised. 
You can show the plant manager how, 
using only his own powers of observ- 
ation, guided by a few simple state- 
ments as to what to look for and what 
it signifies, he can determine for him- 
self in a few minutes just where 
the lighting of any department stands 
as compared with accepted standards 
of factory lighting. 

This scale will indicate if the plant 
lighting equipment—reflectors, fittings 
and lamps—meet the modern require- 
ments of the plant, and will point the 
way to betterments through the instal- 
lation of modern high intensity porce- 
lain enameled steel reflectors. 


Enan le 


q 


Benjamin Porcelain 
Steel Refle« tors Meet 

Lighting Needs 

Benjamin Porcelain Enameled Steel 

Reflectors give a well diffused and 


pleasing illumination, because good 
diffusion is a natural characteristic of 
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Distribution of light waiform; mounting 
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daylight globes and lamps for color work 
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Leghung equipment modere 


Periodic cleaning schedule for amps and 


Regular and {requent cleaning schedule for 
lampe and reflectors reflectors 
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Reduced Fac-simile of the Benjamin Rating Scale for an Industrial Lighting System 


the Benjamin porcelain enamel reflect- 
ing surface. 

Moreover the glass-like reflecting sur- 
face does not tarnish nor discolor. It 
is easily kept clean with soap and 
water. And no matter how many 
times it is cleaned the reflecting sur- 
face is not affected. 


The Result of Years of Research 


‘Certified by Benjamin” Porcelain 
Enameled Steel Reflectors are the 
result of years of research and tests 
in the laboratory of the Benjamin 
Electric Manufacturing Company. 
And every step of their manufacture 
is carefully controlled and supervised 





Benjamin Porcelain Enameled Steel Reflectors are 
Especially Suitable for Industrial Lighting 








to assure a product of uniform high 
quality. 





“Type 79” Glassteel Diffuser 
Benjamin “Type 79” construction 
permits the reflector and lamp to be 
removed asa single unit so the original 
high efficiency of the lighting system 
can be maintained at the lowest pos 
sible cost for cleaning. 

Send for the 

Rating § 
Now, with the longer 
periods of darkness com 
ing,is the time to go after 
these relighting jobs. We 
will supply you with 
copies of the Rating 
Scale and a new hand 
book on selling productive lighting for 
industry, without cost or obligation. 


Benjamin Electric Mfg. Co. 


General Offices and Factory: 


DES PLAINES, ILLINOIS 
(Chicago Suburb) 


Divisional Offices: 
NEW YORK 


CHICAGO 
247 W. 17th St. 111 N. Canal St. 
SAN FRANCISCO, 448 Bryant Street 
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Showcase Lighting 











Pe ea, eA Salesman’s 


Opportunity 


Refrigerator Case 4 rit 7] XPERIENCED men 
oe | 1 user el: ue are in demand to fill 


the need in the com- 
mercial lighting field. 


_——— J | tse The demand for better display 

lighting offers the salesman who 
7 Page is on his toes an opportunity of 
—— | | landing some really worth while 
orders if he equips himself to 


make intelligent recommenda- 
tions in this field. 




































































Store Lighting 














ey — As manufacturers of this type 
> Vv Interior Electric Signs of equipment, we offer salesmen 
7 every assistance necessary in se- 
curing these contracts and glad- 
ly extend the services of our 
Picture Lighting | institution to them. Our cata- 
! log has many suggestions of 
| value to you. Write for one 
today to your home office or 
Catalogs and other deo directly to us. 


seriptive literature of 
this line are available 
for the asking. 
























































rere NG BRITE scones COMPANY 


5825 Laclede Ave.- Saint Louis 
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A Sure Hit! 


The New Line 
of 


Bryant Surface Tumbler 


- ens one of your customers is a 
potential buyer of these switches. 
Call attention to them... to these features: 


‘ 


No 


Turn to Page 92 of your Bryant Catalog No. 30; famil- 
iarize yourself with the complete listing . . 


Switches 


Handles are of Brown Bakelite, with “On” and 
“Off” indications for the Single and Double 
Pole Switches. 


Can be furnished with either Metal or Bakelite 
Covers; Metal and Bakelite Covers are inter- 
changeable. 


Covers are firmly secured with an improved 


type of Spring Fastener. 


The 5 Ampere Switches are available either 
Single Pole or Three Point; the 10 Ampere 
Switches, Single Pole, Double Pole, Three 
Point and Four Point. 


The 5 Ampere switches can be furnished 
mounted on Cadmium plated Box Covers for 
either 31/4, in. or 4 in. Outlet Boxes. 


Sold through Jobbers 


after the orders. You'll find it easy business to get. 


BRIDGEPORT HAVANT 
BOSTON :-CHICAGO -NEW YORK 


50 High Street 844 West Adams Street 60 East 42nd Street Stas) 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE I888-MA 


. then go 





PHILADELPHIA: SAN FRANCISCO 

























JS-11 


THE BRYANT ELECTRIC €OMPANY 


CTICUT,U.S.A. 


t Street 149 New Montgomery Street 





FACTURERS OF HEMCO PRODUCTS 
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Have you 
got THIS? 


© 


AN ELECTRIC 

BEATER AND 

FRUIT JUICE 

EXTRACTOR 
@ = 


ALL IN ONE 





pr? LQee 














In the interest of your Christmas ap- juice extractor. You can satisfy both 


pliance volume you want to be able to 
show the newest, sure-fire sellers! What 
appliance has wider untouched market 
and still a more universal need than 
the new Star-Rite Magic Maid Multi- 
Purpose Kitchen Helper? None! And 
you should Know. 


Two complete electrical kitchen ap- 
pliances —a_ stout-hearted multi-speed 
mixer with two beaters and a 4-quart 
revolving bowl—and a complete orange 
juice extractor—all for $19.50! Actu- 
ally lower than the cost of most straight 
mixers without attachments. 


Thousands of women have already 
been sold on the idea of a mixer. 
Thousands more are ready to buy a 


demands with one appliance. 


Nationally Advertised 


And we are telling women about it— 
in national magazine advertising, using 
Good Housekeeping and Ladies’ Home 
Journal. You can do the rest of the 
job by showing Magic Maid to dealers. 


Star-Rite Quality 


The same standards of quality that 
have made the name Star-Rite famous 
for finely built appliances are built into 
the Magic Maid. It is a strong, heavy 
duty machine, built to last. 


Get in your order now. 


*x STAR-Rite x 


“MAGIC MAID” 


The Star-Rite Magic Maid’s 
multi-speed motor makes pos- 
sible the mixing, beating or 
whipping of batters, fillings, 
icings, eggs, mayonnaise. The 
Magic Maid also mashes pota- 
toes, meats, vegetables. Does a 
hundred and one other things 
in the kitchen, saving muscle- 
tiring work and a great deal of 
time every day. The Magic Maid 
is a real heavy duty, many job 
mixer. 





In 30 seconds the Magic Maid 
is changed from mixer to juice 
extractor. Squeezes oranges, 
lemons, and grapefruit with 


THE MULTI-PURPOSE KITCHEN HELPER 


great speed and thoroughness. 


THE FITZGERALD MANUFACTURING COMPANY, Torrington, Connecticut 
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SESSIONS 





EL DORADO 


An authentic banjo de- 
sign with hardwood in- 
lay. Polished brass trim 
and sash. Modish convex 
glass. Finished in rubbed 
mahogany, rose, green 
or wory. 22% inches 
high. Retails for $16.50. 


ELECTRA 


The tambour design, long 
a favorite mode, is here 
brought to a bigh point of 
public preference, a com- 
posite of what people want 
most. 21 inches long. Gen- 
uine mahogany veneered 
cabinet with inlay design. 
Retails for $15. 



























Opens Up 
A New. Bigger Market 
for Electric Clocks 


YNCHRONOUS motor clocks by Sessions. A name people 
bank on for dependable time. The best known name in 
clockdom! A wide variety of delicately grained hardwood 
cabinets, styled by clock craftsmen with years of training 


in public preference. 


Top quality clocks at prices low enough to interest a new tre- 


mendous public in electric clocks. Some as low as $9.75. 


For years Sessions craftsmen worked to perfect a line of syn- 
chronous motor clocks that would fulfill the promise of the 
name Sessions. Fine clocks that could be sold at popular 


prices. And now the new Sessions line is ready. 


A hardy fool-proof synchronous motor. The popular 
Sessions legible raised numerals. Authentic banjo designs. 
Modern tambour models. Wall clocks, boudoir clocks, 


kitchen timepieces. 


See the three models shown on this page. Note their prices, in 


the light of the Sessions reputation for extra value in clocks. 


EL DORIC Figure out, yourself, the big chance for boosting electric 
In mahogany or wal- 


nut finish, this fine 
desk, table or shelf 
clock is already a popu- 
lar seller. 8 incheshigh. 
Set it and forget it. It 
cannot lie. Retails for 
$11.50. 


clock sales with this amazing line. The Sessions Clock 


Company, Forestville, Connecticut. 
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CRESCENT 


“Crescent” National Electric 
Code Rubber Covered Wire 
and Cable. 


Intermediate Grade Rubber 
Covered Wire and Cable. 


“Imperial” 30% Rubber Cov- 
ered Wire and Cable. 


“Crescent” Lead 
Wire and Cable. 


Encased 


PRODUCTS 


“Crescent” Armored Bushed 
Cable. 

“Crescent”? Lead Covered Ar- 

mored Cable. 

“Crescent” Flexible 
Metallic Conduit. 

“Crescent” Varnished 


Cambrie Cable, Lead 
Encased or Braided. 


All kinds of special 
wires and cables. 
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CRESCENT 
WIRE 
SELLS 

ON 
MERIT 


When you are trying to 
close a sale, and you want 
to use a Crescent Installa- 
tion as an example, you 
don’t have to make ex- 
cuses. The part that Cres- 
cent plays in the construc- 
tion of many of this coun- 
try’s finest buildings is un- 
answerable proof of Cres- 


cent Quality. 
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The Name Tells the Story 


Safe-Conver li-Fuse 


Announcing the New Trumbull 
Interchangeable Unit Panelboard 


for Safe Convertibility 
and Fuse Replacements 


oo | 


As the name indicates, the New 
Safe-ConverTi-Fuse Panelboard 
provides a safe and economical 


method for changing the size 


A New Member of of Branch Circuit fuses and also 
The "Circle | i Line provides a flexible Dead front 
Safe-ConverTi-Fuse distribution Panel to Facilitate 

Unit Panelboard 


fuse replacements, repairs, or 


Type "A" Industrial Switches "“Buss-Wa" 
"0" Sy: Bar Distribu- . . 
a oo ae extensions to the line. 
Motor Starting Switches 


(Magnetic and Manually "Flex-A-Power'’ 
Operated) (The Convenience Outlet 


Entrance Switches for Power in Industry) 


sieecsied Circular No. 87 gives complete 
Meter Service Switches "“Controlite 


Panelboords (The Theatre Control Board) description of this new product. 


Open Knife Switches and other devices—all listed 
Special Switches in Catalog No. 14 


Write for your copy 


Switchboards Copy sent on request 


SOLD THRU WHOLESALERS 





THE TRUMBULL ELECTRIC MFG. CO. 


A GENERAL ELECTRIC @ ORGANIZATION 


A. G. Electric 


Branch Panelboard Mfg. Co. Division 
and Switchboard PLAINVILLE Branch Switch, Switch- 
board and Panelboard 

—_— “Oe 
ny Los Angeles Seattle 

PHILADELPHIA CHICAGO 
NEW YORK 2001 W. Pershing Rd. 
803 Lincoln Bldg. 511-519 N. Broad St. Detroit Branch 





415 Brainard St. 
BOSTON ATLANTA SAN FRANCISCO 


1002 Statler Bldg. 432 Fourth St. 
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Circulation 
penser” tage warm air circulation by 


means of an electrical fan and an elec- 
trical heating unit. Simply plug in the 
electric line and Hot-Fan starts an im- 
mediate circulation of warm air. The cold 
air near the floors instantly warms and 
at the same time dispels the “dead” air 
areas and in few minutes brings the room 
to an even comfortable temperature and 
healthful atmosphere. 





PORTABLE ELECTRIC HEATING UNITS 





Something NEW that’s 
HOT and PROFITABLE! 


EET HOT-FAN! The new electrical heating unit that creates FORCED WARM AIR 
CIRCULATION. Here’s a tried and proven principle of heating, now for the first time 
applied to an electrical heating device—the principle of forced circulation resulting in 70% 
greatet heating efficiency. Uniform, velvety, quicker heat—at an actually smaller operation 
cost — with the fire hazard eliminated. 
What a combination! A brand new sales appeal that builds volume for you—builds it fast! 


You can push Hot-Fan without reservation. Efficient—economical - built for years of satisfac- 
tory service — beautifully designed— absolutely quiet! Fully guaranteed. 


It Takes Cold Air... Warms It... Then Circulates It 
Through the Room Like a Gentle TROPICAL 
BREEZE. Priced Right to Sell Quickly 


The big selling season for Hot-Fan is on. 
Foresighted dealers are stocking this ex- 
cellent product NOW —to get their share 
of the volume and profits it produces... 














You can explain Hot-Fan’s advantages 
to your customer in five minutes. He'll 
quickly decide he wants it in preference 
to all others. More sales in less time! 

Ask your jobber for further information 
—including prices or write us direct 
QUICKLY. 

















EMERSON-BRANTINGHAM CORPORATION 


SP EE I ACE 


Manufactured and Guaranteed by 


Rockford, Illinois 
[SINCE 1847] 
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The new plant of A. M. Byers Company, dedicated October 8, 
1930, by Secretary of Labor, Davis. A. M. Byers Company are 
nationally recognized authorities, and the largest and best known, 
producers of wrought iron pipe. In view of the fact that wrought 
iron pipe does not lend itself to use for conduit, a careful and 
searching investigation was made. As a result, in this most mod- 
ern mill, Pittsburgh Standard Conduit is used and installed 
throughout. 


We Welcome 
N. E. W. A. 


to our home city 














OR jobs to endure, for outstanding jobs where 
quality must be uppermost, there is sure satis- 
faction in Pittsburgh Standard Rigid Conduits— 
Enameled and Galvanized. 


ENAMELED 


METALS CO. 
PITTSBURGH, PA. 


(at the right) 
AMERICAN UNION 
INSURANCE BUILDING 
COLUMBUS, OHIO 
C. Howard Crane, Architect 
John Gill & Sons, Contractors 


Another installation of Pitts- 
burgh Standard Conduit 
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DISTRIBUTORS 


WANTED 








ALL OVER 
THE 
COUNTRY 


FOR 
DETROIT 
INDUSTRIAL 
VENTILATING 


FANS 


A LINE THAT 
HAS BEEN 
PROVEN FOR 
THREE YEARS 














A FTER three years efficient and 
reliable service in the Detroit area, DE- 
TROIT INDUSTRIAL VENTILATING FANS 
are now ready for National distribution. 
Distributors all over the country are wanted. 


THE LINE 


The line is different, but mechanically cor- 
rect in every respect. The fans are power- 
ful—for heavy duty service. Built in sizes 
from 12 to 36 inches. 


THE SALES POLICIES 


The sales policies are sound and provide 
full protection to distributors. 


THE OPPORTUNITY 


The opportunity to make a good profit is 
here. The complete line will be backed 
by sales help and National advertising. 


DETROIT 


ELECTRIC FAN CO. 


539 East Woodbridge Street 
DETROIT MICHIGAN 
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Outstanding Lione| Values that 
mean Greater Sales 
Volume for You 






Lionel 
“Blue Comet” $65.00 


RETAIL 


No. 396E. A handsome replica of the Jersey Central’s crack Atlantic City fiyer— 
the “Blue Comet.” A “Lionel Standard” “‘Distant Control” all Pullman passen- 
ger outfit. The train is 78 inches long. Comprises steam-type locomotive and 
tender, 2 illuminated Pullman cars, 1 illuminated observation car, 8 sections 
curved track, 8 sections straight track, “‘Lockon’’ connection and controlling rheo- 
stat. The outfit is finished in Royal Blue. A masterpiece of construction and 


i) ts al Sia eo 7 





A Remarkable value in Lionel Sp “O” gauge. This is outfit No. 232 pire A 4 
— steam-type passenger outfit ™ with ten sections of track. Price $1 i 


f 





fat el a 2 
16 Sa pation a © | (Ga © (CRD... 


Compare this extraordinary Lionel value in an “O”’ gauge freight outfit No. 240E. 
Includes new *‘O” derrick car, also lumber car and load of lumber, Gondola 
car and tools, also Driven by the powerful Lionel “‘Distant-Control”’ = 30.00 


steam-type locomotive. re ree scone Soret anees Soe © covtions 
straight ‘wack, warning signal, controlling rhecstat, and “Lockon” Price 



















An extraordinary ‘‘Lionel Standard” “‘Distant Control” locomotive 
outfit No. 354E, driven by a Lionel Super-Motor 


comprises reversible locomotive, 1 lumber car and wie gros 
1 gondola car, 1 cattle car, 1 box car, and 1 illuminated caboose, i 
with track to form an oval 42 x 88 inches. The train is 77 inches 

long. Complete with No. 81 controlling rheostat. 


The New Lionel El 
tenets tex Girls ee $29. 50 


The finest value in a girl’s electric range that has ever been offered. Range is.correct height above the floor. 
34” high, 25” wide, 12%"’ deep. This range has porcelain finish and is constructed as substantially as 
the one Mother uses. Complete with cooking utensils. To retail at $29.50. 


Retail prices slightly higher in the far west. 


THE LIONEL CORPORATION 


15-17-19 EAST 26th STREET 
NEW YORK CITY, N. Y. 
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PREE LIGHTING 


OUTFIT! 


M. 


AWA Dy. 


| 


APPROVED BY 


Decorative Christmas Tree Lights 


SANTA CLAUS AND THE 


UNDERWRITERS 


Safety First at Christmas 


Quality Never Fails 


As time goes by, hazards and casual- 
ties during the Christmas Season are 
becoming less and less, due to the 
fact that the trade and consumer have 
looked for quality as a standard in 
the use of Christmas tree outfits for 
decorative purposes. 


The preference given by the whole- 
salers, dealers and consumers in se- 
lecting the PROPP Christmas Tree 
Line. is evidence that the PROPP line 
measures up to the exacting demands 
required by the public and the trade. 
They have the approval of the under- 
writers. 





The Propp adjustable bead 
and the add-on connector 
are covered by Patents 
Nos. 205,117, 1,512,888, 
1,611,836, 1,751,842. 


Features Worth While 


PROPP decorative units of both series 
and multiple types are distinguished by 
two outstanding and exclusive features. 


The adjustable berries and the add-on 
connector attachment. 


The wires leading into all sockets on 
PROPP sets are equipped with adjust- 
able rings or fancy red beads to rep- 
resent Christmas berries. 


These Christmas berries besides being 
ornamental are used to hold the lamp 
and socket in position on the limb of 
the tree. The important feature of the 
add-on attachment permits the con- 
necting of additional sets from one 
unit to another without any further 
labor or expense. 


Our rights against infringements will be protected to the fullest extent. 


Propp products sold 
only thru jobbers. 





M. PROPP CO. INC. stenujecturer 


524-528 Broadway, N. Y. 


Buy thru your jobber 
—He gives you service. 
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CORDIALLY INVITES YOU 


and the other members of the National 
Electrical Wholesaler's Association to 
visit their modern plant and see Oliver 
Pole Line Materials “in the making.” 


The Oliver plant is located at South Tenth 
and Muriel Sts., Pittsburgh,—a short dis- 
tance from the Convention Hotel. 


Just call or ‘phone the Oliver headquar- 
ters in the William Penn Hotel and any of 
their representatives will be glad to make 
the necessary arrangements for your trip. 


Oliver Iron and Steel Corp. 


Manufacturers of a complete line of 
Pole Line Hardware and Specialties 


Pittsburgh 


C aD hand Mond” Mond thand Uhood Uhre dhord dnd tnd tard tnd thrd tri thre the 


Y he hh) hy hey. ha) herd hr. hard hrc hr he he 


The Oliver Plant ) 
at South Tenth I 
and Muriel Sts., 
Pittsburgh 
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Au these big volume 
electrical and radio supplies can be secured from 
one manufacturer—Knox of Knoxville. Work- 
ing in both porcelain and bakelite, Knox has in 
seven years built a wide line that today includes 
everything in radio and electrical porcelain a 
jobber needs—and several antenna accessories 
as well. Write today for information about 
the jobber policy that keeps this line profitable 
for jobbers. 





MANUFACTURED BY 


KNOX PORCELAIN CORPORATION 
KNOXVILLE, TENN. 
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BUILDING A YEAR-ROUND 
- BUSINESS IN VENTILATION 


HE "season" for selling fans is of twelve months’ dura- 
tion. Places where people congregate are just as much 
in need of ventilation in frigid January as in the hottest 
day in July. The jobbers’ opportunity is limited only by 
the quality and diversity of his fan line. 














SEP ty 


















Diehl fans are the products of over forty years’ special- 
— ization in fan manufacture. The line includes a size and 
SPEED type for every ventilating need, and large stocks are 


eats maintained in important cities throughout the country. 


Specialize on Diehl fans—the line which offers all-year- 
round profit possibilities. 


BUCKET 
BLADE 
VENTILATING 













WIND-O-VENT 


—- 
DESK AND 
BRACKET 


. Z \\ \ 
| i T ™ Vs y 
bal i 
pa a fs | \ 
Pw, 
sh \ : all 9 \ 
- - i, \ / 
———> / 


—— > MC) y 
SSP. ——_ \ rr Y, y 
q Sls 
CEILING FLAT BLADE LOW Bs) 
VENTILATING SPEED 


EXHAUST { 


DIEHL FANS 


DIEHL MANUFACTURING COMPANY 


i | Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
Elizabethport, N. J. 
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EW 


HOLIDAY 
PROFIT- 
MAKERS 


Every Dealer Wants 









NEW ART FAN 


Up-to-the-minute! A 
good-looking fan 
that need never be 
hidden. Goes with 
any furnishings. Dec- 
orative, efficient. Use- 
ful the year round. 
Lustrous bronze fin- 
ish. List $12.95. 
Oscillating type—List 
18.95. 























Here is the answer to every sales- 
man’s prayer for something dif- 
ferent for November and Decem- 
ber business—three new electrical 
gift items that run into real volume 
and bonus-profits because they 
have no competition. All fill a 





long-felt need in every household. 
All are lower priced than most 
quality electrical merchandise. 
All are precision-built R & M 
products, famous for long service. 
Best of all, you make worth-while 
profits on all three. Get going 



















PORTABLE 
WALL FAN 


A handy little eight- 
inch fan, specially de- 
signed for kitchens. 
Fits in Biddy brack- 
et, can be mounted 
anywhere. Sold with 
Biddy, or separately. 
Every woman wants 
one. List $7.50. 






DELUXE BIDDY 


New! Combination juice extractor and 
drink mixer—two handy appliances sell- 
ing for the usual price of one. Biddy isina 
class by “herself’’—no parts to change; al- 
ways ready for work; easily cleaned. A gift 
of universal appeal, selling big everywhere. 
DE LUXE BIDDY—silver-aluminum stain- 
less finish, toggle switch, improved glass 
holder, drip pan—List $18.95. 
STANDARD BIDDY—bronze-green 
stainless finish—Lést $14.95. 


—today! 













ROBBINS & MYERS, INC. 
Springfield,O. Brantford, Ont. 


Robbins § 


Fans and 


GENERATORS, HAND AND-~ ELECTRIC HOISTS AND CRANES 
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‘CATROBE” PRODUCTS 





No. 00 Non@® Adjustab 
Watelight Floom Box. 


No. 300, Midge 


ceptacle, Non Adjustable 


t Receptacle Floor 


No. 120 Adjustable Water- 
tight Floor Box without re- 


ceptacle. No. 130, Adjustable Water- 


: loor Box with T-slot 
recep installed at fac- 
tory. | 





- 625 C@Rduit Beriifer. 
- ” : s %” %4” cong@pit ‘ 
Mj Bie’ thar Be prely by re sing movatne | 
Dxes. om 
No. 25 Adjustable Water- 
tight FI Box. Square 
Cover to ch Gang Box 
Covers. | 


bne” Fish Wire 


—— 
_—— 


“Bull Dog’ Insul Sup- 
ports. 





Pullman Manufacturing Co. 
1209-1215 Jefferson St., Latrobe, Pa. 
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New Catalog! 


Commercial & Industrial 


Lighting 

















Special Dome 





Reflector with 
Q-D Pull Socket 





Fittings 




















roa 
A 
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Types of Lighting Units 


Direct: The form 
most generally 
used for indus- 
trial illumina 
tion; practical 
and economical. 


Indirect: Reduces 
shadows to a 
minimum, avoids 
glare and pro 
vides good illu 
mination with 
light ceiling and 
lamps of ample 
power 


Semi-tndirect: 
Shadows and 
glare are less 
than with direct 
lighting and ver 
tical surfaces are 
better illumi 
nated than with 
indirect 


Enclosing type: 
Preferred style 
for stores and 


offices Efficient, 












easily main- ie 


tained 





UR new catalog, the largest 

and most complete ever is- 
sued, contains invaluable illuminat- 
ing data as well as listings and 
descriptions with illustrations of 
Quad standard and special units. 


Write for copies of this catalog 
for office use and road men. 


Recognized alertness of Quad en- 
gineers in introducing new features 
and high quality standards have 
earned for Quad products wide 
recognition and approval among 
jobbers, contractors and users. 


To jobbers’ salesmen: Ask your house 
for a copy of the new Quadrangle 
catalog. It will help you sell more 
reflectors and units. 











Q-D Rectangular 
Reflector— Angle 






The preferred 
unit for sign and 
general lighting 
service. 


Q-D Mogul Socket 


Fitting in Horizontal and 
Vertical Types 





NOTE: Pull-socket fittings now can 
be supplied with all Q-D Reflectors. 





&y 
s 





QUADRANGLE MANUFACTURING CO. Incorporated 


SOUTH PEORIA STREET CHICAGO v 
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eS . of Hemingray Glass Insulators has been known to most jobbers for many years. 
Service of the Hemingray manufacturing and jobber sales organization, however, is a story 
but a decade old. . . . Hemingray specializes exclusively in making glass insulators. So organized and 
standardized are its processes that exclusive, improved designs, and better dialectric quality are offered 
at prices well in line. . . . Prevention of creeping moisture and drip points are exclusive with Hemingray. 
Outstanding engineering service is offered on insulator problems. . . . And behind the line stands an 


unusual policy of jobber protection that means money in your pocket. A desirable line. Write 


HEMINGRAY GLASS CO., Muncie, Indiana. 


HEMINGRA 
GLASS _ INSULATORS 
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i - In on 
This Big Bet 


Tue world is gasping 
for Fresh Air. Every one of your dealers 
can sell fresh air without half trying—to 
garages, stores, factories, laundries, and 
a hundred other places. 


Get them started selling Emerson Ex- 
haust and Ventilating Fans and you'll 
open up a big new profit builder for 
them and for your house. 


Let your dealer know you can supply 
the famous Emerson Exhaust Fan in 12 
inches to 36 inches, and the Ventilating 
Fan in 9, 12, and 16-inch sizes. Cash in 


on this rapidly developing market. 


Plain or translucent window 
panels can be supplied for 9 
and 12-inch Emerson Venti- 
lating Fans. Louvres to fit 
Exhaust and Ventilating Fans 
can besupplied in propersizes. 








THE EMERSON ELECTRIC MANUFACTURING CO. 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd., Chicago, IIL. 
155 Sixth Avenue, New York 


EMERSON 


EXHAUST FANS 








CODES AST Senay ee 
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Noma SAYS... 


Cheer Up! 


Decorative Lighting 





will sell this year as never before! 


91 NEWSPAPERS IN 48 BUYING DISTRICTS 


will carry the message of NOMA Electrical Products for Christmas 
Cheer in a smashing campaign beginning the last week in Novem- 


ber and carrying on until the day before Christmas! 


60.000.000 MAZDA LAMPS . . 2. ee 


will have to be sold this year to satisfy the growing demand for 
indoor and outdoor holiday lighting! 


GET YOUR DEALERS TO MAKE NOMA DISPLAYS 


; to light up their windows—to make their own stores say ‘‘Merry ) 

: Christmas”? with Color Light. | 
The NOMA sales wave is gaining in power daily—you can ride it 

to greater profit and prizes—NOMA’S great sales contest is your op- | 


portunity! Are you in the swim? Ride the Noma wave for your best year! 






NOMA ELECTRIC 


OMM " : CORPORATION 


STRINGS OF COLOR LIGHT . 340 HUDSON ST., NEW YORK 


Ee 
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The Electrical Gift 
Sensation of the Year 

















What the 
Well-Dressed 
Man is Using 











= . . . A profitable item for jobbers, 

dealers and salesmen .. . while an every-day 

over-the-counter seller . . . has unusual volume 

possibilities during the pre-holiday season ... is a 

very desirable and practical gift for any occasion .. . 

is selling in substantial volume in thousands of up-to- 

the-minute electrical dealers’ stores, also through public 

utilities, department, hardware, variety and art stores and 
haberdasheries, 


PROFITABLE COMPANION LINES 


y.. ARE INVITED to write or wire for further details, prices and discounts on JIFFY Electric 
Tie Press, also the JIFFY Electric Trouser Presser . . . another item of popular-priced volume 
merchandise. The SUNSHINE Junior Cleaner and SUNSHINE Auto Duster are quality hand vacs 
delivering the surprising water lift of 13” plus. There’s a receptive market for these. And, of 
course, the “Master Model” SUNSHINE, AMERICA and ALADDIN Cleaners (standard household 
size) continue popular where people buy with an eye to quality, efficiency and durability. All Wise- 
McClung Cleaners are covered by a Ten Year Service Guarantee. 


















































Wise-McClung Corporation 
P.O. Box 430 rhs. New Philadelphia, Ohio 


ss 








































November, 1930 THE JOBBER’S MB) SALESMAN 93 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 








STEEL CITY IS WORKING WITH THE 
JOBBERS AND THEIR SALESMEN 































SERVICE that really counts 

is what we give our jobbers . . . . 
STEEL CITY agents are at all times 
working in the interest of the distributor. 
These factory men are always 
available and willing to be called in at any 
time to help you obtain business. . 
Two additions to our already large factory 
within the last three years shows how this 
service is appreciated by our customers. 
i In addition, STEEL CITY has 
: Si warehouse stocks located in all principal 
cities which assure prompt delivery. Your 
contractors know they can rely on STEEL 
CITY quality: Conduit Fittings, Connect- 


q <e ors, Floor and Outlet Boxes, Bushings, 
L Ke Nipples, Locknuts, Couplings and a real 
7 Pipe Bender. If you are not already sell- 
ing STEEL CITY material it will be to 
your advantage to do so. 
t STEEL CITY ELECTRIC CO. 
4 Manufacturers 
é PITTSBURGH PENNSYLVANIA | 
a | 
i | 











7 = | 


EL CITY | 
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Sates COME EASIER— 


OR YEARS Youngstown-Buckeye 
a F conduit has been consistently 
presold to your customers—through ex- 
tensive advertising and the proof-by-per- 
formance of many installations. 
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Youngstown-Buckeye galvanized conduit 
is coated on the outside with high-grade 
zinc by the electro-galvanic process, which 
deposits zinc on the surface and in the pores 
of the steel. It is thoroughly coated on the 
inside and outside with transparent enamel, 
baked on. On the inside is baked a rust- 
resistant black enamel over the transparent 
coating. Thus it has two coats inside and 
out, is rust-proof and acid resistant. 


Sie Gee Oe ee Ee 


wih 
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Selling effort expended on Youngstown- 
Buckeye Conduit is abundantly repaid in 
more sales, easier sales,and a steady repeat 


volume of conduit business. That is why The Carew Tower, Cin- 
eae ‘i ‘ cinnati, Ohio—another 
it is handled and pushed by leading jobbers outstanding building in 

which Youngstown Buck- 
everywhere. eye Conduit was used. 


Architect-W ALTER W. 
AHLSCHLAGER- Chicago 


THE YOUNGSTOWN SHEET AND TUBE Associate Architect DELANO 


ALDRICH — New York 

nose orakGtt Sette ae | 

One of the oldest manufacturers of copper-steel, und “9 —_ | 

the well-known and established vedi name ‘‘C opperoid’’ “— betes and Chicago 
General Offices - YOUNGSTOWN, OHIO HATFIELD ELECTRIC 


CO.—Cincinnati 
DISTRICT SALES OF FICHEsS: 


ATLANTA—Healey Bidg. DETROIT —Fisher Bldg. PHILADELPHIA— 

BOSTON-—80 Federal St. KANSAS CITY, MO.— Franklin Trust Bldg. 
BUFFALO-—Liberty Bank Bldg. Commerce Bldg. SAN FRANCISCO— 
CHICAGO—Conwav Bide MINNEAPOLIS—Andrus Bldg. 55 New Montgomery St. 
CINCINNATI—Union Trust Bldg. 5 ; ; SEATTLE —Central Bidg. 
CLEVELAND —Term’'! Tower Bidg. NEW ORLEANS—Hibernia Bldg. ST. LOUIS— 

DALLAS—Magnolia Bldg. NEW YORK—30 Church St. 525 Louderman Building 
DENVER—Continental Oil Bldg. PITTSBURGH—Oliver Bldg. YOUNGSTOWN -Stambaugh Bldg. 


LONDON REPRESENTATIVE—TheY oungstownSteel — 
Co., Dashwood House, Old Broad St., London, E. C 


YOUNGSTOWN 


GALVANIZED SHEETS PROTECT ee ee SAVE WITH STEEL 
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Your Sales Volume in These 
Popular Appliances and Toys 
Depends on How Many Dealers 
You Can Get to Display Them 














Fruit Juice 


Extractor $15 Eskimo 


Kitchen Mechanic 
CHRISTMAS TOYS pepe tinustigo 
Eskimo Toy 


Vacuum 
Cleaner 


Eskimo 
Twin Mixer 


Resale Price $11.75 
West of Rockies. $12.75 





Resale 
Price %609°0 









A real motor-driven toy 
vacuum cleaner that op- 
erates on 110 volts 
A. C. or D. C.— and 
priced far under what 
fond parents expect to 
pay for such a unique 
toy. Has 10 feet of 
cord and Eskimo motor. 
Bag fills out as in real 
life. 


Resale Price $6.00 
West of Rockies, $7.00 





The “Spirit of 


St. Louis” 








ESKI MoO Appliances 


eee die cuneate en OBBERS’ SALESMEN! In November 
$1Q00 y, pon | gy ya and December you can test your skill 
~ a “wae sad as a merchandiser of electrical appliances on these popu- 

many mechanical im- lar household conveniences and children’s toys. 


provements. Planes 
start like real ones 


—rising gradually as The number of desirable display spots on counters and 
a a oe aisle tables . . . . the number of prominent window dis- 
—— plays .... the quantity of attractive Eskimo folders 


Eskimo Toy Motor distributed .... and the number of newspaper ads in 
; which you can get your electrical dealer customers to 
~F _ Resale 


Price show these live, profit-sure sellers—determine your sales 
$600 volume between now and Christmas. 


Get every dealer to sign an order for a quantity of the 
“selly” Eskimo folders and send to us. Then follow up 
to see that dealers put these folders in all pre-Christmas 
packages. It'll pay you. 


Write or Wire for Samples and Discounts 


or girl can sharpen, grind, polish or run other 


110 volts A. C. or D. C.; 7 feet of cord and 
socket plug furnished. 











| 
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BURGESS 
IT 
LIGHT 






HIS merchandise is being featured in a strong and force- 





ful advertising campaign that will help you to make more 






sales to both new and old customers. Publications carrying 






the advertising include national media, national and state 






farm magazines, boys’ and scientific publications. 












Supplementing the national advertising is a complete 





assortment of counter and window displays and consumer 






folders. Proper use of this material will help you to realize 






the full sales-creating benefit of the national advertising. 









Write us direct for your Burgess display material—get 





it up and get it working for you. 






BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 
NEW YORK CHICAGO SAN FRANCISCO 









IN CANADA: 
NIAGARA FALLS AND WINNIPEG 





























RADIO & 
IGNITION 
» BATTERIES ~ 
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Carl Moyer is the lad with the big smile. He, Margaret Bronstien and Earl 
Krank are all with the Reinert Electric Co., Inc., Allentown, Pa. Carl says that 
smiling doesn’t interfere with his driving. 


Belcher & Loomis Adds 
Improvement 

The Belcher & Loomis Hardware 
Co., Providence, R. I., has installed 
an automatic call system. 

ait is 
Decatur League Plans 
Campaign 

The Electric League of Decatur, 
lll., is getting lined up for an out- 
door Christmas lighting campaign 
which is expected to produce even 
better results than the ones of former 
years. 

Parr Electric Installs 
Visitors’ Room 

The Parr Electric Co., Inc., New 
York City, has fitted up a room for 
Visitors, who now have use of desk, 
phone, catalogs and industrial trade 
magazines for their convenience. 
Conferences may be held without 
interruption. 


Coleman Company Holds 
Radio Dinner 

The H. Coleman Co., Allentown, 
Pa., distributors for Silver-Marshall 
radios in northeastern Pennsylvania, 
held a dinner for its radio dealers at 
the Hotel Dorney Park recently. Kk. 
H. McDonald, technical editor of 
Radio Retailing, spoke on “Once 
Around the Corner in Radio.” <A 
round table discussion on radio busi- 
ness in general was held at the con- 
clusion of the meeting. 


Delinquent Accounts 

The accompanying tabulations show 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
electrical Credit Association by mem- 
ber manufacturers and wholesalers 
through its various divisions for 
September, 1930, as compared with 
the same month the previous year. 
Also these figures are shown for the 
nine months’ period of 1929 and 


1930: 


MOST IMPORTANT MAN IN TILE INDUSTRY 


Tafel Opens New Branch 

The Tafel Electric Co., Louisville, 
Ky., has opened a new branch office 
and warehouse at 713-715 North 
Broadway, Knoxville, Tenn. In or- 
der to take care of trade in the Knox- 
ville district, the Tafel Electric Co.., 
purchased the electrical department 
of the Wright Cruze Hardware Co. 
Gerald A. Phillips is in charge while 
Freeman L.. lewis is superintendent. 


Wakem & Whipple Distribute 
_ New Radio 

Rov \. Whipple, president, \Wakem 
& Whipple, Inc., Chicago, states that 
his firm is now distributing the 
Clarion combination 
graph model AC-55 in Chicago ter 
ritory. 


radu phi mo 


+ 4% 


Irving Electrical Enlarges 
Stock Room 

The Irving Electrical Supply Co., 
New York, is enlarging its stock 
room. Additional steel shelving is 
being added to handle more stock. 
“Business is better,” reports Irving 
Protoss, president of the company. 


se + 


Charlestown Electrical Sup- 
ply Issues New Catalog 
Charlestown Electrical Supply Co. 
Charlestown, W. Va., has just issued 
2 new wholesale catalog known as 
“Catalog B.” * 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
SEPTEMBER 30, 1930 
NUMBER OF ACCOUNTS REPORTED 


September 


Division 1929 1930 

A NOPE oo cian ac cakuwem Gee 192 
Middle & Southern Atlantic 

PRM et glass a0 wees 184 126 

New BEtigland ............ 9] 92 

COMA oo oie he aes cuiwise ions 618 529 

(ROWERS: 620 dials totes 1117 939 


% % 
Increase Increase 
or Y Months or 
Decrease 1929 1930 Decrease 

14.3% 2319 2014 112.7% 
—31.5% 1489 1459 a. % 
+- 1.1% 1224 1082 11.6% 
—14.4% 5654 6560 +16. % 

15.9% 10566 11715 + 96% 


FOTAL AMOUNTS REPORTED 


September 
Division 1929 1930 


New York imate § 36,0603 $$ 16,722 
Middle & Southern 
Atlantic States .. 14,089 11,232 
New England ..... 11,335 6,217 
Centar. 22.5 oo « . 66,592 59,727 
TOTAL $128,059 $ 93,898 


AVERAGE 


New York . s eee 4 ; es 

Middle & Southern Atlantic States .... 
NS OS | ern Par ee 
trp ert ne as ene oy a ee aia 


Increase 


% 


or YQ months or 
Decrease 1929 1930) Decrease 
53.6% S$ 444.3060 S$ 420,611 5.3% 
20.2% 201,861 225.516 11.7% 
45.1% 171,455 144,90] 15.4% 
‘ 10.3% 681,216 $56,922 125 8% 
26.7% $1,498,898 $1,647,950 + 9.90% 

AMOUNTS 

September 9 Months 
1929 1930 1929 1930 
On $ &7 $1749 $1411 
raha 76 89 1226 1401 
eS 124 67 1275 1169 
ee 108 113 1076 1146 
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He, Margaret Bronstien and Earl 
Carl says that 


smiling doesn’t interfere with his driving. 


Belcher & Loomis Adds 
Improvement 

The Belcher & Loomis Hardware 
Co., Providence, R. L., has installed 
an automatic call system. 

a 
Decatur League Plans 
Campaign 

The Electric League of Decatur, 
lll., is getting lined up for an out- 
door Christmas lighting campaign 
which is expected to produce even 
better results than the ones of former 
years. 

Parr Electric Installs 
Visitors’ Room 

The Parr Electric Co., Inc., New 
York City, has fitted up a room for 
Visitors, who now have use of desk, 
phone, catalogs and industrial trade 
for their 
may 


convenience. 
held without 


magazines 
Conferences be 


interruption. 


Coleman Company Holds 
Radio Dinner 
The H. Coleman Co., Allentown, 
Pa., distributors for Silver-Marshall 
radios in northeastern Pennsylvania, 
held a dinner for its radio dealers at 


the Hotel Dorney Park recently. Kk. 
H. McDonald, technical editor of 
Radio Retailing, spoke on “Once 
Around the in Radio.” A 
round table discussion on radio busi- 
ness in general was held at the con- 
clusion of the meeting. 


Corner 
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through 


nine months’ period of 


Delinquent Accounts 
The accompanying tabulations show 


the number of delinquent accounts, 
the 
amounts as reported to the National 


total amounts and the average 
ilectrical Credit Association by mem- 
manufacturers and wholesalers 
its various divisions for 
September, 1930, as compared with 


the same month the previous year. 


Also these figures are shown for the 
1929 and 


1930: 


COMPARATIVE STATEMENT OF 


MOST IMPORTANT MAN IN TIE 


INDUSTRY 


Tafel Opens New Branch 

The Tafel Electric Co., Louisville, 
Ky., has opened a new branch office 
and warehouse at 713-715 North 
Broadway, Knoxville, Tenn. In or- 
der to take care of trade in the Knox- 
ville district, the Tafel Electric Co., 
purchased the electrical department 
of the Wright Cruze Hardware Co. 
Gerald A. Phillips is in charge while 
Freeman 1... Lewis is superintendent. 


Wakem & Whipple Distribute 
_ New Radio 

Rov .\. Whipple, president, \Wakem 
& Whipple, Inc., Chicago, states that 
his firm ts distributing the 
Clarion combination — radio-phono 
graph model AC-55 in Chicago ter 
ritory. 


now 


+ * 


Irving Electrical Enlarges 
Stock Room 

The Irving Electrical Supply Co., 
New York, is enlarging its stock 
room. Additional steel shelving is 
being added to handle more stock. 
“Business is better,” reports Irving 
Protoss, president of the company 


— 2s 


Charlestown Electrical Sup- 
ply Issues New Catalog 
Charlestown Electrical Supply Co. 
Charlestown, W. Va., has just issued 
a new wholesale catalog known as 
“Catalog B.” 


PAST DUE ACCOUNTS REPORTED 


SEPTEMBER 30, 1930 


NUMBER OF 


September 
Division 1929 1930 
INGO CU OSM ic bs ov wtcawews ee 192 
Middle & Southern Atlantic 
States 
New England 
Central 


126 
Q? 
529 
TOTAL 930 
rOrFAL 


September 
1929 1930 


$ 36,063 $ 16,722 


Division 
New York .... 
Middle & Southern 
Atlantic States 
New England 
Central 


11,232 
6,217 


59,727 


14,089 
11,335 
66,592 


$128,059 $ 93,898 


AVERAGE 


TOTAL 


New York ae a Gata eh ea as 
Middle & Southern Atlantic States 
New England 

Central 


AMOUN 


Increase 


Decrease 


ACCOUNTS REPORTED 


oF of 
/0 0 


Increase Increase 
or or 
Decrease Decrease 

14.3% 112.7% 


y Months 
1929 1930 
2319 2014 


1489 
1224 
— 5654 


10566 


TS REPORTED 


os 
/o 


1459 2. % 
1082 11.6% 
6560 +16. % 
9.6% 


11715 


15.9% 


Increase 
or 
Decrease 


9 months 
1929 1930 
53.6% $ 444,306 $ 420,611 


or 


20.2% 
45.1% 
--10.3% 


201,861 
171,455 
681,216 


$1,498,898 


AMOUNTS 
September 
1929 1930 

.. $161 $ 87 
89 
67 


or 
26.7% 


9 Months 
1929 1930 
$1749 $1411 
1226 1401 
1275 1169 


1076 1146 
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310 Pages of Data 
357 Tables 
1094 Illustrations 


Whenever you want to 
know who makes it— 
look it up first in Elec- 
trical Trade Catalogs. 
In the Products Index 
(Pages 179-310) of your 
Electrical Trade Cata- 
logs you will find acom- 
plete} list of electrical 
products with names 
and addresses of the 
manufacturers, trade 
names, etc. 














“ERIEND-IN-NEED”’— 


To the Jobber’s Salesman 


You see it EVERYWHERE — Make it work 
for you EVERYWHERE 
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(Continued from Page 46) 


advertising plans. Our direct mail 
campaign consists of sales letters, 
calendars and specially prepared pro- 
motional literature which we send to 
a selected mailing list. We mail this 
advertising only to dealers whom we 
know to be in a position to sell our 
high priced lines. We have about 
750 such dealers for instance on 
toasters. 


We have made up a small calendar 
which is sent to the same list, on 
which there is a sales message under 
the art print. We also send out re- 
prints of any articles which have ap- 
peared in magazines or newspapers 
on appliances which we sell. Re- 
cently we noticed an article which 
perhaps only 15% of our dealers 
would have seen. To insure that 
they all read it, we mailed a copy of 
the reprint to each dealer. 

Generally speaking, I believe that 
jobbers will find that the market for 
electrical appliances will respond in 
a direct proportion to the amount of 
intelligent planning and sales solici- 
tation which is used, and that jobbers 
who expect to do a complete job will 
have to secure at least half of their 
business from other retail outlets 
which have developed to supplement 
the purchases of electrical dealers. 


* * 


The Wayside Stand 
(Continued from Page 13) 


this heating appliance within reach. 
An electric refrigerator is a necessity 
with most roadside establishments es- 
pecially in arid districts where ice is 
difficult to obtain. 


Among the miscellaneous electrical 
products needed by wayside stands 
are portable heaters in eating huts 
located in vicinities where the weath- 
er is inclined to be variable and large 
electric clocks to furnish the right 
time for the tourist who in his jour- 
ney from city to city, often loses 
track of the minutes and hours. 


Here is an opportunity for the 
jobber’s salesman to present his deal- 
ers and contractors with a new mar- 
ket tip and so increase his orders. 
The owner of a roadside stand or 
inn is always open for suggestions 
oti how to heighten its attractiveness 
or to facilitate and increase the serv- 
ice for this is the only way by which 
he can meet the competition of his 
numerous neighbors along the road. 





“There is a Wadsworth Switch for Every Installation”’ 


| 


| 


} 
| 








WADSWORTH 
CHANNEL BANKING TYPE 
SWITCHES 





The above illustrated switches are noted through- 


out the trade for their satisfactory service. 


The simple method of installing ample wiring 
facilities—elimination of unnecessary work—and 
the neat, compact appearance of the completed job 


—will appeal to all Electrical men. 
This means satisfied customers and repeat orders. 


We suggest that you write for Bulletin No. 352 
and acquaint yourself with the superior merits of 


Wadsworth Channel Banking Type Switches. 









CTRICMEFGG Inc. 


ntucky. 


The WADSWORT 
Covington 
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George F. Gaertner is president of the 
Gaertner Electric Co., St. Louis. He 
is also First Vice-President of the 
St. Louis Radio Trades Association, 
a Director of the National Federation 
of Radio Associations and Chairman 


of the Retail Group. 
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In thts editorial, G. F. Gaertner discusses the job- 

ber’s salesman from the viewpoint of the dealer. He 

outlines, specifically what the salesman should and 

should not do so far as the dealer is concerned. 

Every jobber’s salesman can learn something about 
proper selling from this criticism. 


S A dealer, I am in a position to observe 
and study the functioning of the jobbers’ 
salesmen who call on me, and certainly, 


there are many of them who are not thoroughly 
alive to their own possibilities. 


Primarily, they make the mistake of confining 
their contact to the buyer rather than dividing 
part of their time with the salesmen of the dealer. 
If the jobber’s salesman is a real merchandiser he 
will assist the dealer in educating his men to sell. 
A salesman of that type will not take it for 
granted that the dealer’s sales force has a complete 
knowledge of his lines, but will make certain of 
it by means of sales conferences, practical sales 
demonstrations and intimate contact with indi- 
vidual members of the retailers’ sales organization. 


In turn, of course, part of this responsibility 
rests on the shoulders of the wholesalers’ execu- 
tives. Their salesmen cannot do, in most cases, 
a better job than fundamentally planned for them 
by the executives. As an illustration of this point, 
a radio wholesaler located in St. Louis prepared 
a “system” for building up a prospect file, and 
trained his men in its presentation so that the 
dealers and their salesmen could get the greatest 
benefit from it. That kind of activity represents 
intelligently directed sales effort. 


Jobbers’ salesmen should spend their time sell- 
ing, for in these days time is entirely too valuable 
to be consumed in what I would term “visiting.” 
A dealer does not require that kind of attention, 
for to put the matter bluntly, he knows the tele- 
phone numbers of his wholesalers, and if “calls” 
are all that are necessary, he can make them him- 
self through the Bell System when he needs 
merchandise. 





This discussion should not, however, be mis- 
construed into the light of an indictment of all 
wholesalers’ salesmen. There are jobbers’ repre- 
sentatives today, who have long since discarded 
the practice of simply making calls and depending 
upon social intimacy for business. These men 
have trained themselves in knowledge of their 
lines, the policies of their house and in modern 
merchandising. They have an appreciation of the 
dealers’ problems and frequently, the solution to 
them. They do not cease their efforts when the 
order is taken, but display enthusiasm in the move- 
ment of the material which the order represents. 

They come to the dealers with suggestions on 
store arrangements and window trims. They 
gather the dealer’s sales force together for instruc- 
tion and demonstration. They will even assist in 
sales should thé occasion present itself. 


HE point is, however, that not all jobbers’ 

salesmen are taking full advantage of the 
opportunity before them. We, in the radio indus- 
try, just as those in other industries engaged in 
the function of distribution, are face to face with 
a most serious problem, a problem which con- 
fronts every independent manufacturer and whole- 
saler in any industry. And, it is only by the 
exercising of sound judgment, and good merchan- 
dising methods that we can retain our share of 
the available business. 

With that problem before us, it is essential that 
every cog in the wheel of distribution does its 
work smoothly and consistently. And certainly, 
the jobber’s salesman, a most important cog in 
that wheel, should appreciate his place in distribu- 
tion and do his part to keep it in proper operating 
condition. 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ADIO 











108 


THE JOBBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Radio Wholesalers 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 





Radio Distributors Plan 
Expansion 
pheno in the handling of sup- 

plementary lines to radio has 
grown to a very marked degree this 
year and manufacturers of allied 
lines welcome this new channel of 
distribution. Such manufacturers in- 
evitably call upon the radio whole- 
saler as one of their best and most 
aggressive means of distributing 
their products. The appeal of radio 
merchandise brings the consumer to 
the radio stores, and it is becoming 
a recognized fact that this direct con- 
tact makes the wholesaler and re- 
tailer an ideal outlet for all products 
used in the home. 

During the past year, many prod- 
ucts have been offered for consid- 
eration of the radio wholesaler with 
the result that a large number of 
them have added allied lines to their 
radio business. It is a well known 
fact that many other radio whole- 
salers are looking for supplementary 
lines and when they are submitted to 
them they desire to have them inves- 
tigated as completely as possible, in 
erder to ascertain whether or not 
the product is adaptable to radio dis- 
tribution channels. 

In order to be of the greatest 
service possible to the radio whole- 
salers, the Radio Wholesalers Asso- 
ciation is now making a survey of 
all allied lines offered for considera- 
tion of their membership. When an 
individual member is approached by 
a manufacturer of an allied line and 
he desires complete information on 
that company he has but to write to 
the executive offices and they will 
immediately undertake a survey to 
secure definite, bona fide information 
on the company for his information. 

Robert Himmel, president of Hud- 


Robert Himmel, 
Chicago 


Howard Shartle, Sec. 
Cleveland 


Treas. 


we ADIO 
HOLESALERS 
ASSOCIATION 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Vice-Pres. 


Association, Inc. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 


The Information on this and the Following Pages has been Prepared S 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 


of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1920 





The decision of the 
R. W. A. to appoint a 
special supplementary 
line committee to investi- 
gate, the status, product, 
and policyof manufactur- 
ers offering its members 
allied lines, is a most con- 
structive step in the activ- 
ities of this “‘live’’ associa- 
tion. On the opposite 
page 1s printed the form 
which the association 
through its committee has 
prepared for such survey 
work. 


This service represents 
one more sound reason 
why wholesalers of radio 
should obtain member- 
ship in the Radio Whole- 
salers Association.— 
Editor’s note. 











son-Ross, Inc., Chicago, has been ap- 
pointed chairman of the special sup- 
plementary line committee. The 
three members are: H. E. Richard- 
son, Young, Lorish & Richardson, 
Inc., Chicago ; Peter Sampson, Samp- 
son Electric Co., Chicago, and Harold 
J. Wrape, Benwood-Linze Co., St. 
Louis, Mo., will make up the com- 
plete membership of the committee. 
The committee is already function- 
ing and has investigated several sup- 
plementary lines for the benefit of 
the membership. It behooves manu- 
facturers of allied lines to request 
the executive offices of the Associa- 








y 


tion for a copy of the supplementary 
line survey form so that they might 
fill it out completely and can then 
refer to their form being in the 
hands of the special committee so 
that any wholesaler member might 
have direct access to this information 
by writing headquarters. 

It is felt that this service will be 
invaluable in assisting the members 
to determine whether or not it is 
advisable to add the line to their 
present radio merchandise. It will 
be of great value in predetermining 
whether or not the company is sin- 
cere in its methods of establishing 
distribution and whether or not it 
has the financial requisites to carry 
on and continue in business. 

Any member desiring to refer its 
inquiry to the executive offices can 


have the company manufacturing 


the allied product investigated im- 
mediately. The committee will in- 
vestigate all inquiries from an abso- 
lutely unbiased viewpoint and to the 
best of its knowledge and _ ability; 
it will neither recommend, endorse, 
nor condemn any product, but will 
make the investigation in a very con- 
scientious manner and report the true 
facts immediately. 


* * * 


RMA Credit Service Being 
Expanded 


Plans to expand and make the 
RMA credit service more valuable to 
the membership of the Radio Manu- 
facturers Association were presented 
to the RMA board of directors at a 
meeting Monday, September 22, at 
the Hotel Astor in New York, by 
Leslie F. Muter of Chicago, chair- 
man of the credit committee, preced- 
ing the meeting of the eastern and 
western divisions on September 25. 
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Sample Copy of Supplementary Lines Inquiry 


of 


Radio Wholesalers Association 


Pa CE OF COD io oo oe ccs 0 as nae onon 
WINEOE ANODE Serio Rou hE Rae eae Able See Ret aueticw tana 
Cae ea ee ne coc sat ce ees SUE aco ca ak ceccetes 
Individual, partnership or corporation ownership...........+-. 
ER GRU SIG A MONEE oo sis 5 aso ons Sewn oe Re ee weeews 
if pattnersiap, slate names of PAVtMErs..<ou0 scecicecvecsed ces 
If incorporated, under laws of what state.........0.ee cece: 
CERNE tA Pe AR ee es OG Cane aaa tere ied ree Ea 
Capital stock authorized: 

Amount Issued (Pref'd).........0c0. (Common).........- 

Amount outstanding (Pref’d).......... (Common)... 6.60000 
Amount Paid in........... CGR iccecewa POROHUG: 6 ssc ecc 


Officers and Directors with titles, giving past and present busi- 
MARE COMMECHOMS? 306s cee Ou SEER oa RS RIO Oe ee as 


Is sample submitted hand made or taken from factory pro- 


GUC re eee eee ee See ok we clo Ie ae aS 
If hand made, when will you be in actual production.......... 
Do you own the patent rights to your product.............4.. 
If not. when were. patents filed... «0.0. cccicc Sees bss eres ecko 
If so, give patent numbers............ When issued.......... 


Do you protect your distributors against patent infringement 
CIMIS AO oe hog So ec OP ss nick ade y REMARKS Ka CURR Ree 
FOU 4S PYOGUCE GESWAUMIEN:. «oo oh ccc k cote Sante nee ier eeanss 
Do you guarantee exclusive territories for distribution........ 
What are the details of your distributors proposition, includ- 
ing the price, whether FOB factory or delivered, terms, dis- 
COUNTS. SETUICE GHOUINEES, GIES 6 ois bikie a nie es CoM arene see evens 


Do you furnish reserve parts on a memorandum basis......... 
Who pays for handling and service charges for defects in ap- 


PORQUE O GH CERIN ik AS Sie wae Saas oo oa ai eee oes 





What advertising and sales promotion assistance do you intend 


CE te UIP ooo 6 ona ha tins odin 0S eas 


tories if the prices are reduced or how do you protect your 


distributors against obsolescence of models.................. 

DESCHtRHAW OF OME OF FACIONY. «oon. 5 olen sone d aide wndeceeds 

Are premises leased or owned by company.................. 

If owned, give amount of equity in buildings................ 

TOME OF TEGMMMCTORGE oo 6.5o5 oc ceo dyn enh end eancnns 

ten ROMO Ge COMES. 635 55. Uew = aaa eee ac en cata eoueus 
« 


Give names of at least three companies from whom you pur- 
chase materials so that tnquiries can be made regarding stand- 
ing in the trade: 


Have you any competitors making the same product to your 
MAOUUM. fos sone tetadawes 


Bie OP NING: fies. a sade wilaled cw cty teens aw eRe! e os 


Kindly attach balance sheet, current sales literature, sample of 


distributor’s contract, etc. 
30") | rarer Information given by............- 


SR itte Of COMGIW Go oui se ce rceidndicin wees 
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FOR | 
CHRISTMAS TREE: 
and MINIATURE 
GOLF COURSE 


Streamers 


_ America, 





New Members R.W.A. 


E. A. Nicholas, formerly con- 
nected with the Radio Corp. of 
in an important execu- 
tive post and now distributing its 
products through his own organiza- 
tion in Chicago, has just affiliated 
with the R.W.A. according to an 
announcement from the executive 


| offices. The association has gained a 
_very strong member in adding Mr. 
| Nicholas to its membership roster 


. 


PATENT 
PENDING 


GENUINE 
BAKELITE 


EVEREAD 
SOCKET 


Makes up into Streamers 
in 1/10 the time « « « « 





Standard Edison 
Base 


AN absolutely weather- 
proof socket for all manner of out- 
door streamer work. Eveready 
takes but one-tenth the former 
time to install. Stripping of wire 
not necessary. Has screw-thread 
detachable cap. Base carries two 
pin contacts. Simply insert stranded 
wire in the two grooves and screw 
cap down tightly. Absolutely posi- 
tive weatherproof contact. 


Union Insulating Co. 


The Original Makers of Bakelite Sockets 


New York Office Factory 
296 Broadway Parkersburg 
New York City West Virginia 


& Want 


Samples 


Union 
Insulating 
Co 


296 Broadway 
New York City 


Let us have samples of 
your new Bakelite Eveready 
Sockets. 





and it is felt that he will be of great 


| value to the association on its plans 


for improving conditions within the 
radio industry. 

E. J. Edmonds Co., one of the 
largest and oldest distributors of At- 
water Kent radios, and one of the 
leading metropolitan distributors of 
New York City, is announced as 
being a new member of the R.W.A. 
Mr. Edmonds has long been promi- 
nent in association activities in the 
electrical field and is a welcome 
member to this new and progressive 


| association. 


ok * * 


Joseph Kurzon 
(Continued from Page 16) 


With strict care and attention to 


| detail, the business prospered and 
| soon he found himself hampered for 
| lack of room. In July, 1925, he pur- 


chased the property on the site of 
his present location, 110 W. 31st St., 
and built his own building especially 


| designed for the needs of the jobbing 
| business. 


As the reputation for service 
spread, the business gained momen- 
tum and bigger contacts came to him. 


| Today he supplies the New York 
| subways with most of their electrical 


needs, as well as those of many na- 


| tionally known contractors. 


However busy Joseph Kurzon 


| may have been he has always found 


time to give others a helping hand. 
He was one of the organizers of the 
Eastern Electrical Wholesalers As- 
sociation and is now its president. 
This organization, which includes 
almost every important wholesaler in 
New York, is indebted to him for 


/much time spent in bringing about 

needed reforms in the industry and 

/in putting across the idea of better 
| cooperation with the contractors. 


His other affiliations include mem- 


_ bership in the Elks, the Antlers Golf 


Club, and the Lighting Fixture As- 
sociation of New York. 

Small wonder that Joseph Kurzon 
looked thoughtful when congratu- 
lated on his fifteenth anniversary, for 
in the span of those few short years, 
beginning without education, money 
or influence, he has fought his way 
up to the position as leader, not only 
in his own business, but in the elec- 
trical jobbing industry of the great- 
est city in America. 


* * x 


The Proper Use of the 
Trade Acceptance 


(Continued from Page 14) 


months after purchase, or never, not- 
withstanding that the terms of sale 
agreed upon were for a credit of only 
60 days. 

E. W. Shepherd, general credit 
manager, Western Electric Co., New 
York, says: “One of our primary rea- 
sons for the adoption of trade ac- 
ceptances was because we knew that 
trade acceptances, especially when dis- 
counted would increase our turnover 
and therefore improve our net return. 

“After nearly five years’ use of 
trade acceptances we are convinced 
that they are a factor in speeding up 
turnover. During that period we have 
improved our turnover approximately 
25%; we know that about 10% of 
the increase is directly due to the use 
of trade acceptances, but there has 
also been an indirect benefit in the 
effect of speeding up collections. 

“Too many manufacturers and job- 
are performing banking functions and 
have done so for a long time. Chang- 
ing from the much abused open ac- 
count to selling on trade acceptance 
terms, then discounting the accept- 
ances simply means transferring the 
banking function to the banks where 
it rightfully belongs, and gives the 
banks a better security in the shape 
of two name paper. 

“The purchaser who buys on an 
acceptance basis is also placed in a 
more enviable position. He is able to 
buy from the concern equipped to 
give him the best products, prices and 
service. He has not mortgaged his 
future by always feeling obligated to 
one major supplier for performing 
both a merchandising and banking 
service.” 

This is the only important country 
in the world where the seller is ex- 
pected to go to the banks and borrow 
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IT STOPS THE PASSERS BY 
Them BUY! 


And Makes 


People stop . . . and look . . 











. Decorated in carton 
. Lamps illuminated by 


3. Test socket included 
. 45 inches high — 24 


. Displays 115 lamps 
Can store 200 to 300 


YN 


SPECIFICATIONS 
colors 


moving colors 


inches square 











. and buy from the dealer who has 


O Sylvania. 


Sylvania’s Moving Color Lamp Display at work. For this new type 
lamp sales maker is one of the most forceful examples of merchandis- 
ing assistance he’s ever seen. 


Moving, blending, various colors, flooding the lamps displayed in 
the upper section, compel attention and bring people within easy sales 
reach. A brand new idea that has instantly impressed every merchant 
who has seen it. 

In compact space below the dealer has ample room for Sylvania 
Lamp stock. And the upper section is a mighty effective Sylvania 
Lamp sales department. 

Tell him about it. Show him the illustration in your catalog. Best 
of all, take him to see one at work. 


NILCO LAMP WORKS, Inc. 


Emporium Pennsylvania 





Licensed Under General Electric Company’s Incandescent Lamp Patents 
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“It has a grip like its namesake” 








Bull Dog 


Split Knobs 


"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 





| community. 
_reached the proper stage, it is possi- 











| money in order to extend credit to 


customers. Canada and England, for 


'instance, have long ago taken the 
| fair and just attitude on trade accept- 
| ances that place the responsibility on 
'the purchaser for goods extended to 


him. 
Trade acceptances make a good 


/cane but a poor crutch. To expect 


them to transform a poorly managed 


_almost insolvent company into a first 


class risk is too much. They can and 


| do, however, offer to the seller a 
| quick way to raise cash on otherwise 


frozen assets, and they will encourage 
the average buyer to a more prompt 
systematic payment of debts. 


* * Xx ‘ 
Football Your Radio 
Opportunity 
(Continued from Page 15) 
It may develop that Jones has an 


| obsolete set and intends to buy a new 
| one in the near future, or it may be 


that he has no set at all. Certainly, 
the dealer will get a better line on the 
prospect through using football as an 
opening wedge. 

The radio dealer should particularly 


| cultivate the acquaintance of leading 


college students and alumni in the 
When friendship has 


ble to secure the names of other men 
in that town who came from the same 
college. When Thompson has been 
graduated from dear old Harvard for 
five years, and receives a phone call 


| from the dealer informing him that 


Harvard will play the Army next 
Saturday, he is ripe for the beginning 
of a beautiful friendship with the 


|man who imparts this information, 
| regardless of whether he knew of the 


forthcoming game before the call. 


' Of course he wants his radio tuned 
| up for the occasion, and you can bet 


that if he buys a new set this dealer 


| will have the inside track on the sale. 


Post cards announcing 
games, or letters containing 
schedules will be well received. 


special 
tuil 
In 


| direct mail, telephone calls, and win- 


dow displays, the thought should be 
put across that this store is the center 
of information on football. Sales- 
men should be well informed as to 
what teams are playing, the players, 
the announcers and all other informa- 
tion relative to the game. 

The store should be enlivened by 
pennants and other decorations in 
keeping with the idea that this store 
is a center of sports information. 


Posters should appear on the win- 
dows announcing the different games. 
Window displays may be made with 
college colors, footballs, megaphones, 
photos of announcers and a micro- 
phone. 

Newspaper advertising needs a 
strong football flavor as a tieup. Such 
ads gain real reader attention at this 
season, for the same reason that the 
telephone calls along this line are 
helpful. They give the public some- 
thing it wants. Some advertisers 
think that space should be used only 
to tell the things they want to tell, 
but while the advertiser has the privi- 
lege of saying anything he desires in 
an ad, the reader also has the privi- 
lege of reading what he pleases and 
turning the pages when nothing is 
seen that ties up with his particular 
interests. 

There is a real opportunity for the 
radio dealer to develop this vast mar- 
ket among college men with the help 
and advice of the distributor’s sales- 
man. Mr. Harrison, radio manager 
of Spalding’s Fifth Avenue store, 
New York, makes the statement that 
90% of the college students have 
radios and through contact with stu- 
dents in the sporting goods depart- 
ment, Mr. Harrison is an authority on 
the college man. When these students 
graduate, begin to earn a living, and 
have homes of their own, it is safe 
to say that they buy even more and 
better sets. And they will buy them 
from the dealer who has the college 
atmosphere in his place of business, 
the dealer who can talk with them on 
common ground about that big play 
made by Joe Stanley back in ’27. 


While it cannot be denied that price 
is an important factor in the sale of 
radios, or any other line of merchan- 
dise, it is still true that the “was $125, 
now $89.98” signs do not mean a 
great deal to a big and important class 
of laymen. This class frankly knows 
nothing about radio and buys because 
of confidence in the dealer. Confi- 
dence is obtained most easily and 
naturally from contacts made possi- 
ble through tieup with sports. 

So when the roar of the crowd is 
heard in the bowl, and there’s five 
yards to go, the successful radio 
dealer has his merchandising policy 
tuned to the temperament of the 
crowd, And he is right in the middle 
of the road, waving both arms at 
public interest showing how his prod- 
uct can help them do the things they 
like to do. 
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(This message to retailers is appearing in all 
radio trade and business papers for November 


BIG PROFIT MONTHS 


every year! 


Yours for the first time with the sensational new | 









RADIO 


The radio business has 4 big months— 
2 good months—6 medium-to-fair ones. 


ELECTRIC 
REFRIGERATOR 


Here at last is the answer to your problem of seasonal 0 
sales! A brand new opportunity to make every month of REFRIGERATOR 
the year a really big-profit month. 

The great new Majestic Refrigerator does it! Brings you 
new business every month—big business in the very 
months when you need it most. 

Here’s a life-time opportunity that only Majestic dealers 
can enjoy! 12 big-business, big-profit months every year. = 
The biggest seller in radio teamed with a sensational new ES 
profitemaker—the amazing new Majestic Refrigerator. JAN. FEB. MAR. 
Every month in the year bigger than your best month now. 
Two chances for profit from every customer instead of 
one. An unequalled opportunity to cash in the good will RADIO AND REFRIGERATOR 
of more than 2,000,000 Majestic owners. Two fast-moving, Now add them together! See what 
money-making lines to share your overhead and swell your sales can easily be! 
your bank account. 

Your Majestic distributor will gladly give you the whole 
story—with dozens of sound, proved facts that point the 
way to big year-round sales. Phone or wire him today. 
Learn the 30 great features that make Majestic Refriger- 
ators the most desirable of all for both dealer and customer. 
You’ll find the most amazing opportunity ever offered in 
the industry—and one that only Majestic can give you. 


JAN. FEB. MAR. APR. MAY JUNE JULY AUG. SEP. OCT. NOV. DEC. 





Refrigerator sales reverse the radio calendar— 
give biggest profits when radio sales are lowest. 
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GRIGSBY-GRUNOW COMPANY 
and Affiliate 
Majestic Household Utilities Corporation, Chicago 
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MANUFACTURERS 








Clements to Erect New 
Factory 


Negotiations have been completed 
by the Clements Manufacturing Co., 
Chicago, for the erection of a fac- 
tory at 66th Place and South Narra- 
gansett St. This company has manu- 
factured the Clements line of indus- 
trial and household equipment for 
19 years. The new factory will be 
thoroughly modern throughout. Oc- 
cupancy will take place February 1. 


* * x 


Sherry is Sales Promotion 
Head at General Cable 


George Sherry has been appointed 
sales promotion manager of the Gen- 
eral Cable Co., New York. 

* * K 


Seattle Manufacturer 
Changes Name 
The Electric Heating & Manufac- 
turing Co., Seattle, Wash., has been 
reorganized, and the company’s name 
changed to Paramount Heating, Inc., 
with new products added to the firm’s 
line of diversified heating appliances. 
The company plans a 25% increase in 





Salesmen and sales engineers from the company’s 14 offices 
throughout the country attended the sales conference of the 
Anaconda Wire and Cable Co., held in New York on Sep- 
The central theme of the conference was 


tember 7, 8 and 9. 





production, with its factory force in- 
creased to 100, according to Howard 
W. Jewell, vice-president and man- 
aging director. Tentative plans for 
additions to the present building are 
under way. 

‘* s 


Hygrade Establishes Boston 
Sales Branch 


The Hygrade Lamp Co., Salem, 
Mass., has announced the opening of 
a branch sales office at Boston, with 
offices at 10 Post Office Square Bldg. 
Mr. R. S. Bradner, veteran Hygrade 
salesman, has been made manager of 
the new office. 

eu 2 


Westinghouse General 
Illumination Course 


A general illumination course, espe- 
cially designed for the beginner, will 
be held under the auspices of the 
Westinghouse Lamp Co. at the West- 
inghouse Lighting Institute, Grand 
Central Palace, New York, Novem- 
ber 5, 6 and 7. 

The course of study is primarily 
for men and women who desire a 
basic knowledge in the at of applied 





illumination. It combines theoretical 
instruction with practical demonstra- 
tions and affords every opportunity 
to acquire an understanding of the 
underlying principles of proper il- 
lumination, their applications and the 
solution of the problems presented in 
installations. 
x * * 


NEMA Holds Meeting 


Officers were elected, two impres- 
sive addresses were delivered, and a 
vast amount of work was accom- 
plished at the annual meeting of the 
National Electrical Manufacturers 
Association which was held in the 
Chamberlin-Vanderbilt Hotel, at Old 
Point Comfort, October 19 to 23. 
Over 300 representatives were pres- 
ent for the fifty meetings of com- 
mittees, sections and groups. Stand- 
ardization and statistics were prob- 
ably the most general topics of dis- 
cussion. 

Clarence L. Collens, president of 
the Reliance Electric and Engineer- 
ing Co., Cleveland, was reelected 
president. Vice-presidents and an ex- 
ecutive committee and board of 
governors were elected as well as 
section officers. 





requirement. 


built around the fact that the Anaconda Wire and Cable Co. 
operates 12 mills, from the Atlantic to the Pacific, and makes 
65 different products—wires and cables for every electrical 
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No. 1913-G 


6 Points to Register 
with your Customers 


0. 1912-G 


= (1) BAKELITE back; defiesdampness. 


COMPLETELY BAKELITE—face, body, back. No (2) Reinforced yoke resists forward- 
moisture can penetrate, not even on concrete jobs. or-back pressure. 

Broad, firm electrical connections assured by one- (3) One-piece contacts give broad 
piece contacts; tandem orparallel-blade plugs equally connection-surface. 

positive. Compact and shallow for fast, easy wiring. (4) Finding Ridge twists the plug- 
Reinforced yoke permits quick, accurate alignment; prongs ““home”’. 

withstands pressure forward or back. . . Brown (5) High-lustre, polished appear- 
or black BAKELITE, highly lustrous with a Finding ance pleases customers. 

Ridge which works at the touch of the plug-prongs. (6) 2 large-head No. 8 binding 


With plaster ears, one binding screw each side, No. screws (each side, if specified ) 
1912-G. Two binding screws each side, No. 1913-G. make wiring easier. 
Without plaster ears, same numbers without the” G”’. ais 


A = ATF TY Te-AwTACAY 
ARROW ELEGTRIGC DIVISION 
THE ARROW -HART & HEGEMAN ELECTRIC CO. 
HARTFORD,CONN. 
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If you’ve ever carried the Empire line 
of electric percolators and appliances, 
you know that they are exceedingly 
popular and profitable 
items ‘to handle—par- 


ticularly at Christmas 





time. 
This year you need 
them as a companion 


line more than ever. 


For the general trend 
in buying is sure to be 


toward useful gifts. 


electric percolators is 


the most complete on 
the market—including | 
many beautiful and ex- 
clusive designs,ranging 
from 2 to 12 cups. They 
are also the fastest on 
the market — starting 
percolation in one 
minute. 


In addition, Empire 


builds a complete line | 


of electric appliances 
for the home. They 
are exclusive, practical 
and non-competitive. 
Ideal Christmas gifts 
that will give you a 
surprisingly large sales 
volume. Write for special folder. Prompt 


shipments assured. 


METAL WARE CORPORATION 


General Offices 
and Factory: New York 
Two Rivers, Chicago 

is. 5 San Francisco 


Sales Offices: 


Strobel-Wilken Co., Inc. John H. Graham & Co., Inc. | 
SOLD THROUGH JOBBERS 


| prevention 


4 


A yatchting fisherman, E. C. Mc- 
Kinnie, of Curtis Lighting, Inc., is 


ready at the drop of a hat, and leather 


coat, 


The line of Empire ; | | 


for his “first love’—golf. All 
three were enjoyed at Gargantus Har- 
bor, Lake Superior, Canada. 





L. F. Adams, commercial engineer, 
General Electric Co., and R. W. E. 
Moore, engineering manager of As- 


| sociation activities for Westinghouse, 


were honored by bestowal of the 
“James H. McGraw Award for Elec- 
trical Men” presented to them on the 
evening of October 20. Each re- 
ceived the “Manufacturers Medai” 
and a purse of $100, Mr. Adams for 
his accomplishments in standardiza- 
tion work during past years and as 
chairman of the Association’s stand- 
ards committee since January, 1928, 
and Mr. Moore for his achievements 
as chairman of the casualty and fire 
committee since April 
1927 and for years of previous work 


| itt connection with activities dealing 
' with fire and casualty hazards. 


Probably the peak of the meeting 
eccurred on the evening of October 
20 when addresses were delivered by 
President Collens and Dr. Virgil 
Jordan, economist of the McGraw- 
Hill Publishing Co. 

In Mr. Collens’ address entitled 
“Restraint in Business” he stressed 
the need for self-control in setting 


_and following business policies and 


enumerated a credo much of which 
is epitomized in the final article which 


| is as follows: 


“To refrain from introducing any 


practice to gain individual competi- 
tive advantage which if followed by 
my competitors generally would be 
uneconomic or commercially un- 
sound.” 

Dr. Jordan gave a picture of pres- 
ent and recent economic and business 
conditions under the topic “The 
Business Situation: A Challenge to 
Business Statesmanship.” He stressed 
the point that certain financial inter- 
ests are pursuing a policy of reck- 
less deflation and that business lead- 
ers should resist the movement. 

Among other matters the board of 
governors decided to cooperate in the 
organization of a national association 
of maintenance engineers by appoint- 
ing three representatives as members 
of a planning committee at the re- 
quest of those who are leading the 
movement. 

It was decided to hold the Spring 
meeting of NEMA at Hot Springs, 
Va. 

* * x 
General Cables Moves Wire 
to New Warehouse 

General Cable Corp. is now occu- 
pying its new central warehouse in 
Chicago located at 3425 South Kedzie 
Ave. The building is 360 ft. long and 
150 ft. wide and is equipped with 
cranes and all modern conveniences 
such as belt conveyors and other 
apparatus for efficient handling of 
wire and other products. The ware- 
house has railway sidings of both 
Illinois Central and Santa Fe where 
25 cars can be handled at one time 
It is taking about 10 days to move 
the various supplies of wire scattered 
in various warehouses in Chicago to 
the central warehouse, as it amounts 
tc more than 4,000,000 Ibs. of fin- 
ished products and this is probably 
the largest movement of wire since 


the war. 
*k * Ox 


Frizell Back at Old Head- 
quarters 

Walter A. Frizell, “Hotpoint’s” 
famous fisherman, and terrapin racer, 
who has headquartered in Dallas for 
several years, has moved back to 
Oklahoma City again. It seems he is 
able to cover his territory more thor- 
oughly from that point. Walter is 
responsible for all of Oklahoma, part 
of northern Texas and northeastern 
New Mexico. This is practically the 
same ground he has covered since he 
first became a salesman for the Edi- 
son General Electric Appliance Co. 
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ale me la s 


Pioneered Since 1917 by 


1 RICO 


Saved 
$1957.02 diana TIME LAG in TRICO Renewable Fuses al- 

ways was, and still is, unexcelled for performance 
— saving money for users in a measure similar to 
the following example: 





for One User 
in 18 Months 









_ re 
ow, © ” 
he sto 8 
u Se 
or Tim and ; a 2 
u eri mone volt 79 
: cowie savings of » fuses of $6.60 each stitial 200-AmP- 600 . F 
re) lin virt ; 
_ 600-volt bare ;, each blow =. : as before 950.00 
400-AmP ¢ 18 months, h e stage : 
.~ sre period OF an § 07 OO oducts to S0™ . : 76.82 
“3 ci i 
39 blows for soll of 78 \in — bring x : $19 
links, o t° 0.00 per a : 7 19.80 


1957-02 


(Name of Request) 


Money-Saving Factors N 


And Look Here/| No Premature Blowings 


No Unnecessary Shutdowns 


And they costno The Factors That Make No Oxidized Contacts 


more than other No Charred Casings 


makes of renew- TRICO the Outstanding Copper-to-Copper Contacts 





Approved by 
Underwriters able fuses! Renewable Fuse » Reduced Watt Loss | 














\ SUPERIOR TIME LAG 7 


TRICO FUSE MFG. CO., 1004 McKinley Ave., MILWAUKEE, WIS. 
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KIRKMAN 


IFWSIES 


14 POINTS 


that will Interest 
Your Contractors 


THE “ACE” 


Electric Time Switch | 








| 
| 





Many are Exclusive 
Reliance Features 


1 Universal Motor made by ‘“Dumore” 
winds the clock and throws the switch 
at the same time. Runs on A.C. or 
ae 100 to 130 volts, any cycle up 
to 5 


2 pee will run 48 hours with current 
off. 





3 Has a 12 hour dial and hands in addi- | 
tion to 24 hour dial. 


4A patented compensating regulator in- 
sures accurate time keeping within 
temperature range of 110 degrees. 


5 Guaranteed to trip within 15 seconds 
of time set. 


6 Trip hands can be set as close as 4% 
hour apart and clocks can be furnished 
with 2, 4 or 6 hands on 24 hour dial. 


7 Mechanism can be tripped by hand | 
or by any number of push button ! 
switches located anywhere in the con- | 

trol circuit without interfering with 

the automatic operation of the clock. | 


8 Each trip hand has its duty to per- 
form and will not trip the mechanism 
unless the switch is in position to be 
tripped when hand passes. 

Q Indicate position of switch at all | 
times. 

10 Clock hands can be turned forward 
or backward without interfering with 
trip. ! 

11 Clock will not overwind regardless of 
how many times it is tripped by hand. | 

12 Made in regular on and off types, also | 
in 2 and 3 circuit types for apartment | 
house hall lights, etc. ' 

13 Any one of the three units can be taken | 
out for cleaning, oiling or replacement | 
without disturbing the others or with- | 
out removing case from the wall. | 


14 Fully guaranteed by the Reliance | 





of time switches for 21 years. 


RELIANCE 


Automatic Lighting Co. 


Racine. Wisconsin 














| warehouse 


Automatic Lighting Company, makers | 


| opened a radio store in Oskaloosa, 





that connection to go to Kansas City. 


Attention Manufacturers 

Those manufacturers who are in- 
terested in the foreign market are 
offered an outlet in England by James 
W. McKay, who has resigned as 
general secretary of the Electrical 
Wholesalers Federation of that coun- 
try and has established himself as 
manufacturer’s agent in London. He 
is particularly anxious to represent 
American manufacturers. 

Mr. McKay has had an interesting 
career. After leaving the South 
Wales University he entered the elec- 
trical industry and was for several 
years resident engineer in South 
Wales and the west of England for 
the Brush Electrical Engineering 
company and the British Traction 
company. Later he joined the staff 
of the Daily News, and in 1909 was 
appointed advertising manager for 
the northern area for that paper. 

During the war Mr. McKay ren- 
dered valuable service in the produc- 
tion of munitions and the organiza- 
tion of war funds. After the war he 
was appointed British trade adviser 
at the German Embassy. He took up 
the position of general secretary of 
the E. W. F. in June, 1926. | 

Mr. McKay can be reached at 45, 
Birdhurst Rise, South Croydon, Sur- 
rey, London, England. 








* ok x 


K. S. Byrd Moves Into | 
New Quarters | 

K. S. Byrd, Philadelphia, Pa., is 
now located*in its new offices and 
in the Terminal Com- 
merce Bldg., 401 North Broad St. 
This company is the eastern district 
representative for: Pacent Electric 
Co., New York; Pacent Reproducer 
Corp., New York; Signal Electric 
Mfg. Co., Menominee, Mich.; Uni-) 
versal Microphone Co., Inglewood, | 
Calif., and the Electro Mfg. Co. of | 
America, Philadelphia. eo 








* * * 


| 

H. H. Curran Represents | 
Edison in Chicago | 
Howard H. Curran, formerly man- 
ager for the Edison Distributing 
Corp. in Kansas City, has been ap- 
pointed Edison radio manager in 
Chicago. Mr. Curran is only 27 
years old and has been in radio all 
his life. His start was when he 


Iowa. Later he joined the H. L. 
Spencer Co. of that city and severed 











Winter Light Loads 

Bring More Fuse 

Failures and Larger 
Fuse Sales 


Stock the Convenient 
“*5-in-a-Box’’ 


Enclosed Fuses Automobile Fuses 
Fuse Plugs Link Fuses Special Fuses 


EASONAL volume in fuses arrives 

with heavier lighting and power 
loads. Particular attention now to 
fuse stocks of both contractor and 
dealer will bring you easy orders. 
Suggest Kirkman Fuses for quality 
and repeat business) KIRKMAN 
ENGINEERING CORPORATION, 
1 Dominick Street, New York City. 


SHOWS 
WHEN 
IT 
BLOWS 


KIRKMAN 


IFUSIEX 
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Wheeler 




















HIGH MOUNTING UNIT 





























FOR 





INDUSTRIAL LIGHTING 






























































an addition to the = 
Wheeler Line—a High Mounting Unit designed for the 
lighting of interiors from a greater height than usual. 
Unit is light in weight, easy to install, to wire and to 
maintain. Its special design concentrates the light direct- 
ly downward, providing a high intensity of illumination 
on the working plane. An ideal unit for the lighting of 
high, narrow bays and craneways in Steel Mills, Foun- 
dries, Locomotive Shops, Hangars and similar interiors. 
Upon request, Wheeler Engineers will gladly submit 


recommendations for the use of this unit in any plant. 


WHEELER LIGHTING 






















WHEELER REFLECTOR COMPANY, 275 CONGRESS STREET, BOSTON, MASS. 


NEW YORK CHICAGO ATLANTA 
Sales Office: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. 





In Canada: Canadian General Electric Co., Ltd. 





CLEVELAND 
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New Electrical Products, Illustrated 





HE Hart Manufacturing Co., 

Hartford, Conn., has brought 
out a new type of pilot light face 
plate with removable bull’s eye for 
use on electric ranges. The bull’s 
eye is threaded to the face plate 
making it easily removable for the 
renewal of pilot lamps. While this 
demountable bull’s eye face plate 
can be used for electric range work, 
it can also be made for all types of 
pilot lights for a great many pur- 
poses, such as pilot lights that are 
used for various kinds of household 
work as washers, ironers, electric 
flat irons, and so forth. 


LACK & Decker Mfg. Co, 

Towson, Md., makers of port- 
able electric tools, have entered the 
household appliance field with a 
small, portable type washing ma- 
chine, known as “Cinderella” port- 
able model, which washes by a new 
“bubble-action” vacuum principle 
with no moving parts to tear, rip 
or wear the clothes, or break or pull 
off buttons. It is designed especially 
to wash delicate personal things. 
This washing machine stands 18 in. 
high, weighs 19 Ibs., and has a water 
capacity of three gallons. The 
motor is universal type, bronze 
bearings and operates on 110 volt 
current, A. C..or D.C. 





HO&8 exterior floodlighting the 
Reflector & Illuminating Co., 
Chicago, has just placed on the 
market its 500 to 1,000 watt type 
“C” PS lamp by which can be 
secured a beam of from 12 to 90 
degrees. This unit is of unusu- 
ally sturdy construction as it is 
intended for use under hard and 
severe conditions and more espe- 
cially on all kinds of construction 
work. One feature of this new 
floodlight is that it has shatter- 
resisting silver-plated glass re- 
flector equipment. Because of this 
the lamp can be operated at 
maximum efficiency even though 
the reflector may have become 
cracked through accident, state 
its makers. The lamp has locks 
for both elevation and azimuth 
position which permits the unit 
to be tilted or revolved to relamp 
or clean and then returned to its 
original position without further 
focusing or setting. 





* sc ne 
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HE Welded Products Corp., 

Kansas City, Mo., offers the 
Venetian ‘“Electro-Kabinet” (re- 
cessed), an electrified medicine cabi- 
net which, it is claimed, saves the 
builder the cost of three outlets and 
two light fixtures. At the lower left 
hand corner of this fixture is a 
switch that controls the lights, these 
being scientifically placed to cast 
the best light on the mirror. Above 
the switch is a convenience plug 
for curling iron, air heater, water 
heater, fan or other electrical con- 
venience. Four electrical outlets are 
wired to one outlet box in this 
device. 


OR convenient starting and stop- 

ing of small D. C. and polyphase 
C. motors, Cutler-Hammer, Inc., 
Milwaukee, Wis., offers a new bul- 
letin 9103 two pole, push button 
operated starting switch with ther- 
mal overload relays. This new 
starting switch can be used with 
D. C. motors up to 4% H. P., 115 
volts and % H. P., 230 volts or with 
A. C. motors, single, two or three- 
phase up to two H. P., 110 to 550 
volts. Small in size—the enclosing 
case is a standard wiring box—the 
switch can be mounted right on the 
machine, at the operator’s finger 
tips. For machinery builders, an open 
type switch for building directly 
into the machine is offered. 
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How the 
BUSS SUPER-LAG 
Fuse Compares with 


Old Type Fuses 


These charts show re- 
sults obtained in tests 
made by Electrical Test- 
ing Laboratories of New 
York as reported by 
them August 25th, 1930 
on the 200 ampere 250 
volt size. 30, 60, 100, 400 
and 600 ampere sizes as 
reported by them show 
similar results. 


Blowing times shown 
on one overload are not 
comparable with those 
at other overicads be- 
cause a different scale is 
used on each chart for 
convenience in compar- 
ing results. 








200 AMP. 250 VOLT SIZE 


uss 










I) dl 


i 


Tuar's the way fuse users are talking about the new 
BUSS SUPER-LAG Fuse... a fuse that is built to keep the 
plant operating not just to protect the equipment—the fuse with 
a time-lag far in excess of any other fuse. 

For many years fuse users have expressed the need of just this 
kind of a fuse. A fuse that would give dependable protection yet 
would not blow and cause unnecessary shut-downs ever time a 
harmless overload occurred. They knew that many fuses blew 
on overloads where the magnitude of the overload in relation to the 
length of time it existed was not sufficient to cause any harm 
to electrical apparatus, wiring or equipment—yet these harmless 
overloads were bound to occur and fuses blew and useless and 
costly shut-downs were the result. 

But now comes the BUSS SUPER-LAG Fuse in answer to 
this need for a fuse that would blow safely on short-circuit, 
promptly on dangerous overloads and still not blow every time 
a harmless overload occurred. 


ELECTRICALLY SPEAKING 


The NEW BUSS SUPER-LAG Fuse is not just an improve- 
ment of an old design, it is a new principle applied to fuses. 
Time-lag is increased far beyond anything ever before thought 
possible. 


Attached to the center of the BUSS SUPER-LAG Fuse link 
are two lag plates. An extra reduced section is provided in the 
center so that these lag plates do not in- 

crease the carrying capacity of the link 
too much. As a result the lag-plates serve 
only to conduct away and temporarily 








BUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. 


A Division of the McGraw Electric Company 














" "LOOK AT THAT! 


Who ever thought they'd get 
a fuse with that kind of time lag’ 


store some of the heat generated in the weak spots, so that it takes 


* a longer time to get the weak spots heated sufficiently to blow. 


By this means a time-lag far in excess of any other fuse is 
obtained. 

In addition to this SUPER time-lag the short circuit oper- 
ation of the BUSS SUPER-LAG Fuse is also distinctly superior. 


HOW THEY SAVE MONEY 


When a fuse blows on a harmless overload it causes an un- 
necessary shut-down that is unavoidably costly to the user. 
Motors stop, machines stall and production ceases. Operators 
stand idle until the electrician has replaced the fuse. Workers 
leave their work and time is lost in getting operations back to 
normal. Process material is often subject to spoilage. Added to 
all this cost is the electrician’s time and the new link or fuse. 


It can readily be seen that a fuse that does not blow every time 
a harmless overload occurs will save the user money by greatly 
reducing the cost of his electrical protection. 


WHY NOT? 


Take advantage of this new scientific advancement in electrical 
protection by telling all fuse users about it. 

BUSS SUPER-LAG Fuses are real news, easy to sell anda 
most profitable item for you and your house. 

If you want he!pful booklets that give you many sales pointers 
tell your Sales Manager or the BUSS Representative in your 
territory. 
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HIS new 2-Watt Neon Glow Lamp 
serves many purposes—in homes, 
institutions, industrial plants, labora- 
tories— wherever a guiding light of 
small, but clear illumination, or a test 
lamp with practically no lag is required. 

Extremely low operating cost—less 
than 5¢ a month for day and night illu- 
mination; fits standard socket; 110 
A.C. or D. C., and light radiates from 
an unbreakable metal disk. Burns 
hundreds of hours. 

Write for booklet —“Neon Glow 
Lamp, the Guiding Light” —which ex- 
plains the characteristics of this lamp. 
Unique sales and profit possibilities 
offered. 

General Electric Vapor Lamp Com- 
pany, 891 Adams Street, Hoboken, N. J. 


GENERAL @B ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewitt Electric Company) 





474A © G. E. V. L. Co., 1930 









































VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 


ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 


month. 


We want you to become a regular reader of 


The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 
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A “JACK OF ALL TRADES” 
the new NEON GLOW LAMP 


















E. W. Heinen, of the Electric Device 
Co., Springfield, Mass., is seen helping 
to arrange the refrigerator exhibit at 
the Eastern States Exposition, recently 
held in that city. Thirty units were 
sold by this company from leads ob- 
tained by this display. 


Kahn and Bluzat Organize 
Business 
The Standard Transformer Corp., 
Chicago, has been organized by J. J. 
Kahn and C. R. Bluzat, formerly 
sales manager and sales engineer for 
the Transformer Corp. of America. 
The new company’s plant has been 
completely equipped and is now in 
production. 
a 


C. C. Fuller Is New Foxboro 
Manager 

C. C. Fuller has recently been 
appointed manager of the Foxboro 
Co., in its New York office, taking 
the place of the late W. W. Patrick. 
He will have K. L. Barton, R. A. 
Rockwell and F. J. Leerburger as 


his assistants. 
* * * 


Majestic Refrigerator Pro- 

duced in Two Sizes 

Majestic Household Utilities Corp., 
Chicago, is now producing electric 
refrigerators at the rate of 1,000 
daily which is soon to be increased to 
4,000 machines daily, which makes 
the formal entry of Grigsby-Grunow 
interests into the electrical refrigera- 
tion field a fact. 

Two models are being produced, 
these being No. 150 with a nominal 
capacity of five cu. ft. of food stor- 
age space and No. 170 with a seven 
cu. ft. capacity. The depth of both 
is the same, 274% in.; in the larger 
machine the height is 59 in. and the . 
width 3314 in., while the smaller 
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17 CRISS-CROSSING 
THE CONTINENT 


Postal Telegraph unites 
the nerve centers of the 
ELECTRICAL Industry 






UMMM SS 


OMPETITION is keen in the electrical industry! 
Success can be achieved only by the use of mod- 


ern business methods . . . aggressive sales promotion 
. speedy contact with markets. Orders . . . news 
. confirmations . . . inquiries . . . all communica- 


tions must be rapid, accurate—and leave a permanent 
record for future reference. 


Criss-crossing the continent from Portland, Maine 
to Portland, Oregon... reaching 70,000 points in the 
United States, 8,000 in Canada... Postal Telegraph’s 
efficient service between “key” markets establishes 
/ the speedy contacts that up-to-date executives demand. 





Alert messengers... highly trained operators... 


; OS tal 1 second-splitting equipment...a sense of responsibility 


evident in every transaction—these make Postal Tele- 
] le ra h graph as modern as the industries it serves. 
¢ g Pp The only American telegraph company offering a 


world-wide service of codrdinated record communica- 


eo tions ... through affiliation in the International Sys- 
XA tem...to Europe, Asia and the Orient over Commercial 
x2 Cables; to the West Indies, Central and South Amer- 


: ica over All America Cables; to and from ships at sea 
RI Cc RCIAL . ; 
aa oe ; via Mackay Radio. 


MACKAY RADIO & 
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model is 545% in. in height and 28% 
in. in width. The mechanism is above 
| the food storage compartment and 
| is concealed beneath a flat top. The 

cabinet is unusual in that there has 


Speed Dealer’s 
Turn Over 
with Kester 


FcR Si 
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Flux-Core 
Solders 


KESTER is the most widely 
and consistently advertised of 
all solders—and the most profi- 
table to both dealers and 
wholesalers. KESTER Rosin- 
Core SOLDER is the only 
solder and flux combination 
generally accepted by radio 
manufacturers for delicate 
radio work. KESTER Radio 
SOLDER is the same product 
in a handy tin. Both are 
speedy, steady sellers to gen- 
eral consumers. Like KESTER 
Metal Mender it sells for 25c. 
KESTER Rosin-Core, Acid- 
Core and Paste-Core are sold 
on 1, 5 and 20-lb. spools. 
Your dealers will benefit from 
the rapid turnover on the com- 


plete KESTER line. 
FROM ALL JOBBERS 


KESTER SOLDER COMPANY 
4251 Wrightwood Ave., Chicago 
INCORPORATED 1899 














This line of 
high eclass 
lamp guards 
includes plain 
and reflector 
types and split 
handle port- 
ables. 


Flexible Steel 
Lacing Company 
4698 soulmgton 




















| tion is 
i has been all but eliminated, while 
| vibration is prevented by use of a 
| rotary 
| from the motor. 





| now 


| Arms 
| Texas, where he spent a good deal of 


plainly been an attempt to build 
furniture beauty into the design, 
which is shown by the bevelling of 
the vertical edges and top. Insula- 
full three in. and noise 


type pump driven directly 


ok * * 





E. S. Conrad Goes to 
Los Angeles 


lor 10 vears Pacific Coast district 
manager for the Square D Co., San 


Francisco, E. S. Conrad now becomes 


general sales manager for the Dia- 
mond Electrical Mfg. Co., Los An- 


'geles, which firm is affiliated with 


Square D. 
. = -@ 
Latest Trade Literature 
ALL-STEEL-Eguip Co., Aurora, II. 
—This manufacturer has_ recently 


| brought out a catalog on steel boxes. 


This booklet contains illustrated de- 
scriptions of a complete line of cut- 
out boxes, flush cabinets, pull boxes, 


wiring troughs, special boxes, fuse 


cabs, guttered and_ weatherproof 


cabinets. 


James M. Yates is the newest Colt 
selling switches from the New 
office of the Colts Patent Fire 
Mfg. Co. “Jimmie” hails from 


York 


his time in the field and in the office for 


| the Roberts-Empire Electric Co., Hous- 
| ton. The only difficulty the company is 
| having with Jimmie is to convince him 


he cannot make his New York calls on 
| horseback. 





PORCELAIN 


for 
better 
installations ' 
& 


SUPERIOR—represents a most 
complete line of highest quality 
porcelain products. Your cus- 
tomers demand the best at rea- 
sonable cost. That’s why 
SUPERIOR installations satisfy 
them. Write today. 


NAIL 
ASSEMBLED 
KNOBS 


TUBES 
CLEATS 


SUPERIOR 
PORCELAIN CO. 


PARKERSBURG, W. VA. 


SPECIAL 
PORCELAINS 








Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


QS 


Be A Booster 


Tell your friends 
about 
3 The 
Jobber’s Salesman 
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"7 
Make 
Money-— 


So Can 
You!” 


Each issue of the «Wiremold 
Business Builder» —sent free 
to Jobbers Salesmen on 
request—tells how you can 
make money—month by 
month—by following up the 
WIREMOLD «Moderniza- 
tion-with-Light» Campaign. 
Send in your name, now— 
don’t miss a single issue. 








«“WBB*» 
HARTFORD, CONNECTICUT 






























Made to last— 


made to stand 























the vaff of the 

















roughest hand- 

















ling—a product 











of the highest 














quality mater- 
ials and skilled 


workmanship. 
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faats 











zinc coated electro 








galvanized conduit. 


“WHITENRED” 








the 








acid proof and rust 











resisting conduit. 














Manufactured by 
FRAL TUBE CO 


Pittsburgh 





Es 
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| Michigan 


| security holders owning or holding 1 


| pany 


| cluding 


mailed 


Edwin F. Guth Co., St. Louis— 
Posters on its “Brascolite,” ‘“Guth- 
lite,” general socket and “Indirect- 
Lite” have been sent out by this 
company. A special catalog No. two 
cn the Guth fan has also been issued 
as well as an “Eye-Ez:«” booklet. 


Benjamin Electric Mfg. Co., Des 
Plaines, Ill—A manual of illumina- 
tion design and equipment data, in- 
the various lighting data 
sheets and bulletins recently devel- 
oped by the company, have been 
to the trade. The binders 


| permit their owners to keep the 
various sheets which will be sent to 





them from time to time. 


“é 


Henkel “Edge-Lite” Corp., Chi- 
cago—The new line of “Edge-Lite” 
bathroom cabinets, mirrors, and vani- 
ties are illustrated in color in a new 
catalog, the text of which is a com- 
prehensive discussion of proper light 
distribution in the home, apartment, 
hotel or office building. This catalog 
is particularly prepared for architects, 
builders, interior decorators and light- 
ing experts. 


* * * 








Statement of the Ownership, Management, 
Circulation, Etec., Required by the Act 
of Congress of August 24, 1912, 

of The Jobber’s Salesman, 


published monthly at Chi- 
930. 


cago, Ill., for October 1 


; State of Illinois, County of Cook. ss. 


Before me, a notary public in and for the State and 
county aforesaid, personally appeared D. G. Pilkington, 
who, having been duly sworn according to law, deposes 
and says that he is the business manager of The 
Jobber’s Salesman and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
publisher, Eiectrical Trade Publishing Co., 520 N 
Ave., Chicago, Ill.; editor, W. J. McLaugh- 
lin, 520 N. Michigan Ave., Chicago, Ill.; managing 
editor, W. J. McLaughlin, 520 N. Michigan Ave., Chi- 


cago, Ill.; business manager, D. G. Pilkington, 520 N. 
Michigan Ave., Chicago, Il. 

2. That the owner is: (If owned by a corporation, 
its mame and address must be stated and also im- 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 


of total amount of stock. If not owned by a corpora- 
tion, the names and addresses of the individual owners 
must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well 
as those of each individual member, must be given.) 
Howard Ehrlich, 520 N. Michigan Ave., Chicago, IIl.; 
Edgar Kobak, Jackson Heights, N. Y. 

3. That the known bondholders, mortgagees, and other 
per cent or more 
f total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold- 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books 
ot the company but also, in cases where the stockholder 
er security holder appears upon the books of the com- 
as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom_ such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing afflant’s full 
knowledge and belief as to the circumstances and con 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, or 
corporation has any interest direct or indirect in the 
said stocks, bonds, or other securities than as so stated 
by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in- 
formation is required from daily publications only.) 

D. G. Pilkington. 

Sworn to and subscribed before me this 16th day of 


October, 1930. 
(Seal) Elsie E. Stover. 
(My commission expires December 10, 1933.) 
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YAGER’ 


WHAT 
Soldering Salts 


» 2» — VY AGEN SO! 


A good question to ask every 
contractor customer you sell. 
Yager’s Soldering Salts—an old 
standby—can be added to most 
orders. You may as well get the 
business before some other sales- 
man does. 





| Alex R. Benson Co., Inc. 
Hudson 


N. Y. 


e e ° . ° 


























Wire 
——— Connectors 











Sarer joints 


—and joints that enable a 











contractor to bid lower on 
competitive work because 
they take less time to make. 
A 


connector: 


dependable wire 
A-1 for all 
usual joints; JR for 1 or 2 
No. 14 solid with 1 or 2 
No. 18 solid or stranded or 
equivalent. Listed by 


Laboratories. 


strong, 


size 


Un- 


derwriters 


J-I-F-F-Y 
Wire Connector Co. 
Hackensack, N. J. 


General Sales Offices 


G. Denn Montgomery, Jr. 
458 Broadway 
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Patents Nos 
1635295 
and 
1736379 





New York City 
Canal 7533 


Canal 6186 
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Draws up Rigidly 


TIGHT 


—and a screw 
driver the only 
tool 


SHERMAN 
All Copper 
Ground Clamp 


For present-day needs in radio, 
telegraph, telephone and _ signal 
work the SHERMAN _ Ground 
Clamp is the perfect ground con- 
nection that lasts as long as the 
pipe it rightly grips. Cannot twist 
or pull loose. A brass washer pre- 
vents the bolt head from cutting 
into the copper band. This Ground 
Clamp is recommended to contrac- 
tor-dealers as absolutely trustworthy. 


Can be had with approved solder- 
ing lug, if specified. 
Needs no awkward steel saddle to 
effect a tight group. 


Unequaled for telegraph,  tele- 
phone and signal work. 


Sold thru Jobbers 
H. B. SHERMAN 
MFG. CO. 
Battle Creek, Mich. 
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ACEFUL 





wo PRACTICAL 
LASALLE 


IS SELLING EVERYWHERE 


Si 


L Yoo 


Ki Fite, Banks. 





¢ 
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ART SHOPS & 
LOOK! oe PARTMENT STORES 


HE sweetest thing to look at and the Sweetest 
Unit To Sell—Inland’s La Salle. 


Everyone likes a ‘’good looker’. Show this 
wonderful unit to your local merchants. It will 
be appreciated by them and result in orders 


for you. 


nlan. 


INLAND GLASS WORKS, INC., CHICAGO, ILL. 


l 
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Ihe Belden Unbreakable @ 
SOFT RUBBER PLUG Sas 


is available on Belden Replacement 
and Accessory Wires 





Unbreakable 
for Things 
Electrical 


HIS trouble-proof appliance plug is rev- 

olutionizing the appliance industry. It is 
now available on more than 125 of the finer 
electrical appliances. 


The Belden Soft Rubber Plug is also a 
standard feature of the extensive Belden 
line of electrical accessories which includes 
the Belden Portable Outlet, Household Cord- 
lite, Heater Cord Sets, and Extension Cords. 


It is also available on Belden All-Rubber 
Replacement Cords, so that broken plugs 
can be replaced with cords equipped with 

a Belden Unbreakable Soft Rubber Plug. 


Capitalize the popularity of the Belden 
Soft Rubber Plug. Sell appliances and ac- 
cessories equipped with it as wellas Belden 
Replacement Cords. Stress the unbreak- 
able feature and the name Belden. 


Belden Manufacturing Company 
4665 West Van Buren Street, Chicago, U. S. A. 











Manufacturers Concentrate 





since on 











1896 SLIPKNOT! 


PLYMOUTH RUBBER COMPANY. Inc. 





CANTON, MASS. 


“SLIPKNOT” Means Guaranteed Protection 


on Your Tape Business 


Never in the history of the electrical industry 
has a true policy of jobber protection meant so much to the electrical whole: 
saler as now. 

Tape is not just tape when it’s “SLIPKNOT”. 

When you sell “SLIPKNOT” friction tape—or any brand of friction and rub- 
ber tape made by the Plymouth Rubber Company— you have the comfortable 
assurance that behind you are years of experience in tape manufacture, plus a 
clear cut policy of jobber protection. 

There are no comebacks from any direction on “SLIPKNOT”, “P.R.” or 
“CANTON” tapes. 

Your trade knows—and we want to again impress you—that the Plymouth 
Rubber Company policy of fair and protective trade dealings with the wholesaler 
is and will continue to be as inflexible as ever. 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 
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» When it’s hard to sell lighting 


| it is easy to sell 
> RE-lighting. 


Authentic modernistic design 
at a popular price. it comes 
to you like other Wakefield 
‘“‘Red Spot’’ material — boxed, 
complete, ready to hang—ceil- 
ing units, chain or semi-rigid 
stem hangers as you prefer, in 
sizes from 100 to 500 watts. 


for whatever will attract customers 

and increase trade...Light is the 

best advertisement. It emphasizes val- 
ues, speeds selection and gives the store 
an air of both activity and prosperity... 
.-. Wise merchants realize today, more 
than at any time in the last five years, 
that light leads to profits ...Iinduce one 


Resse today are looking keenly 


live contractor-customer in each town | 


in your territory to go after this class of 
business. Go after it with him. Show 
him how to modernize his customers 
with Wakefield Modernistic. There’s 
profit in it for you, for him and for the 
merchant to whom he sells the light. 


THE F. W. WAKEFIELD BRASS COMPANY 


VERMILION, OHIO ee U.S.A 
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